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Chrome “98” Oil Rings 


give long life and 


full power protection! 


The ring that’s making “‘high compression history” 
is Perfect Circle’s three piece steel rail-type oil 
ring. Combination expander and spacer is made of 
special high carbon spring steel of remarkable 
flexibility. 


Combination expander-spacer is the secret of the 
success of the ‘‘98”’ ring. It supplies the expansive 
force which gives the rails their cylinder wall pres- 
sure and at the same time forces both rails sidewise 
to seal them against the sides of the ring groove. 
When installed in the piston groove, the spacer- 
spring is compressed by the amount of over-lap 
shown here. 


While the rails are being 
pushed evenly against 
the cylinder wall’s entire 
circumference, they are 
also pushed snugly 
against the upper and 
lower sides of the ring 
groove. 18% of the force 
of the expander is exerted 
to press the rails against the sides of the groove 
and 82% is exerted in forcing the scraping edges 
of the rails against the cylinder. Since the ring 
assembly has no side clearance, no oil can accu- 
mulate at this point to be squeezed out onto the 
cylinder as the ring moves from one side of the 
groove to the other because of gas pressures, fric- 
tion and inertial forces. The result is a ring that 
provides both face and side seal. 


= — Ss 


TESTED AND PROVED BY 10 YEARS AND 100- 
MILLION MILES OF DRIVING! It’s been over 10 
years since PC test cars were first driven with 
“98” oil rings installed. Tests prove conclusively 
that the “98” ring can reduce oil consumption 
past the rings on high vacuum engines as much 
as 75%. No other piston ring has contributed so 
much to high compression history! 


INSURE CUSTOMER SATISFACTION! Install Perfect Circle 2-in-1 Chrome piston ring sets and 
new Perfect Circle Valve Seals for complete performance and economy at lowest possible cost. 


PISTON RINGS 


Hagerstown, Indiana 


‘J CIRCLE 


‘S> 


In Canada: Don Mills, Ontario 








ANOTHER BLUE STREAK I CAN’T UNDERSTAND IT—I _ )} IT’LL BE A PLEASURE 


JUST HAD IT REPAIRED, AND AND A PRIVILEGE TO 
SECRET SERVICE TIP FOR YOU. ALL OF ASUDDEN IT WOULDN’T } BE OF SERVICE 
START AT ALL. TO YOU, 

MISS GLAMARR! 























BOY MEETS COIL” 























MADAM, THIS CAR HAG A I2-VOLT RIGHT, SHERLOCK! 9 EXACTLY, MICHAEL! THERE'S Y AND I/D BETTER 
IGNITION SYSTEM! IT iS OBVIOUS THAT IT’S A WONDER TROUBLE IF YOU SUBSTITUTE | CHECK TO SEE IF 
“THE INCORRECT I2-VOLT COIL HAS TO ME THAT THE ff ANY BUT THE SPECIFIC COIL | THE EXTERNAL 
BEEN INSTALLED! UNQUESTIONABLY, COIL HOUSING CALLED FOR INA I2-VOLT / RESISTOR IS OPEN 

THAT IS WHY YOUR CAR WILL DIDN'T BLOW IGNITION SYSTEM! AND OR SHORTED!* 
% NOT START! Ft APART! THERE ARE SEVERAL 
DIFFERENT . 
12-VOLT 
SYSTEMS TO 4 Ws Y, 
CONSIDER! ~ 
ly 


A\ : 
ON LATE-MODEL GM CARS, THE RESISTANCE IS BUILT 
INTO THE WIRING HARNESS GOING TO THE COL. =~ 
READ ALL ABOUT HOW TO 
SERVICE “THE FOUR I2-VOLT 


re IGNITION Pars ln me IGNITION SYSTEMS"IN 
oR F , z 
DREIG ¢ T'S ALL Herm ) -\ BLUE STREAK service 








IN THIS BULLETIN #87-56! 


\/ BLue STREAK 
o 
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WRITE NOw—ITS FREE! 
STANDARD MOTOR PRODUCTS, INC. 
37-16 NORTHERN BLVD, LONG ISLAND CITY |, N.Y. 

















BLUE STREAK IS 
RIGHT...1IT PAYS 


re af 1 
CONTACT POINTS ® REGULATORS ® SWITCHES ® COILS © CONDENSERS ¢ WIRE AND CABLE 
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*,.. helpful, common sense 
approach to time selling...” 


says W. L. TAYLOR, President of Rail Splitters Motors, 
Chrysler-Plymouth dealer, Springfield, Illinois 


“COMMERCIAL CrepiT has a helpful, common sense 
approach to time selling that has made it possible for us 
to close a bigger percentage of our potential customers. 
Our men use the ComMMERCIAL CREDIT PLAN as part of 
their selling story with conspicuous success. Their insurance 
coverages enable us to maintain our body shop on a profit- 
able basis. Prompt settlement of claims is a very important 
factor in building customer good-will.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommerciaAL Crepir CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it, today? 


‘ = = 

COMMERCIAL’ \ Commercial Credit Company, Baltimore . . . Capital 

CREDIT ISHABS and Surplus over $225,000,000. . . offices in principal 
% 


EN \s cities of the United States and Canada. 


A service offered through subsidiaries of the 








6} News from the Chemical Workbench 


SERVICE INFORMATION FOR THE PROFESSIONAL FROM PERMATEX 


NEW 3-Ounce Size SOLVO- 
RUST Sets Up to Make 
“Silent Salesman” Display 
Here’s a product made to sell 
... right off the counter... 
right out of the carton. 3 
ounces of pure power! Just a 
few drops will free frozen or 

rusted parts in seconds. 

WHO Needs it? 
Everybody. Maintenance 
men, servicemen, mechanics, 
plumbers, hobbyists, hunters 
...even YOU need this handy 
size. 


HOW Does It Work? 
Powerful penetrant is safe to 
use on all metals . . . has de- 
tergent qualities which spread 
fast. Dispersed graphite lub- 
ricates. 


What Does it Cost? 
In display carton your cost is 
22¢ each; you sell it for 35¢. 
And don’t forget SOLVO- 
RUST in the larger sizes for 
your own use. 


PERMATEX Valve Grinding 


Compound Great For 
Lawn Mowers 


Perhaps you have a lawn 
mower to fix. Make yourself 
some extra money by selling 
a tube of Permatex Valve 
Grinding Compound. It does 
a neat job of sharpening dull 
reel-type lawn mower blades. 
Just dab a little bit on, re- 
verse the pawls so that lawn 
mower rotates in opposite di- 
rection, and presto! The blade 
is sharp. Try it on your own 
lawn mower. And you'll prob- 
ably find uses for it in your 
own shop—even to sharpen- 
ing your own tools! It comes 








Short Cuts to Engine 
Repair with PERMATEX 
Cold Parts Cleaner 
Throw away that bucket of 


kerosene or gasoline you've 
been using to clean engine 
parts. In the long run it’s 
cheaper to use Permatex Cold 
Parts Cleaner. It does the job 
better. The handy bench-size 
1%-gallon size comes complete 
with dipping basket. Just put 
the part you want to clean in 
the basket, lower into the can, 


let stand, take it out—presto, 
the part comes clean! Perma- 
tex CPC is great for carburet- 
ors, gear assemblies — any- 
thing on the engine you need 
clean. You can get it in 6-gal- 
lon drums, with or without 
dipping basket, and it will 
prove a time-saver in your 
daily operations. And Perma- 
tex CPC is great for cleaning 
those greasy tools of yours, 
too. Mechanics tell us that 
this newest addition to the 
Permatex line is one of the 
handiest products on the mar- 
ket today. 


\ Share your 
chemical 
service tips with 
other dealers...and 
get %5 for it when 
it’s published. 


Sealing—Key to Engine Performance 


Repair Insurance Is the Best Policy and Is 
Available in Convenient Form 


The mechanic who is satis- 
fied with “less-than-best” 
when reassembling a modern 
engine is asking for future 
troubles — from the cars he 
services and from his custom- 
ers. Although the need for 
precision in fitting rings or in- 
stalling bearings is obvious to 
all, quite often the same need 
for precision in joining and 
sealing other components is 
forgotten or thought to be un- 
important. Yet a faulty seal 
is as certain to cause ultimate 
engine damage as a sloppy 
valve job. 

PERMATEX Sealants Compensate 
It takes the most accurate 
machine work to mate sur- 
faces perfectly . . . and that 
costs you time. There’s where 
gaskets play a part. These 
compensate for minor irregu- 
larities that exist and accom- 
modate different rates of 
metal expansion under heat. 
When called on to seal against 
water, oil fuel, or high-tem- 
perature combustion gas 
leaks, the gasket requires 
sturdy, long-lasting assist- 
ance. Such help is easily pro- 
vided by the Permatex line of 
specially prepared liquid and 
paste sealants . . . Form-A- 





Gasket 1, Form-A-Gasket 2, 
or Aviation Form-A-Gasket 3, 
and Super “300” and Stick- 
N-Seal. 


inexpensive Repair Insurance 
The wise professional recog- 
nizes the great value of repair 
insurance available in these 
sealants and makes it a policy 
to know which is best for each 
job. This insurance, at very 
low cost (which should be 
charged to the job), pays off 
in fewer comebacks and surer 
profits. The job is done right 
the first time. And Permatex 
has built convenience into 


#3 


Easy-to-use Applicator Gun 


each larger tube of Form-A- 
Gasket by means of a handy 
spreader cap . . . plus the ease 
of operation of a ready-to-use 
applicator gun. If you'd like 
a chart of Permatex Product 
applications on the modern 
car write us for a free copy. 


PERMATEX COMPANY, INC. 
300 Broadway, Huntington Station, L. |., N. Y. 


Factories: Brooklyn 35, N.Y. Kansas City 15, Kan. 


in a handy tube, and it costs 
you 26¢ in units of one dozen 
—and you sell it-for 45¢! 


PERMATEX PETE 


eeeeeeee 
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Check the Yellow Pages under “Tools-Electric” for 
the location of the nearest Black & Decker factory 
service branch or authorized service station. 


Free tool inspection when requested « Genuine 
B&D parts used ¢ Factory-trained technicians 
¢ Standard B&D Guarantee at completion of 
recommended repairs « Fast service, reasonable 
cost, always. 

Or write for address of nearest of more than 50 
branches and service stations to: THe BLack & 

Decker Mpa. Co., Dept.5102-S, Towson 4, Md. 








QUALITY TOOL SERVICE 





FITZGERALD 
rey -\) 4 = 


have the 
answer 


The Fitzgerald Manufacturing Co. 


Torrington, Connecticut 
Branches and Warehouses 
Los Angeles, Calif.—Chicago, Ill. 
Canadian FITZGERALD Ltd., Toronto, Canada. 





RUSSELL W. CASE, JR., Publisher 


Chasis le print tg n Publisher 
iller, A Manager 
+ W. Hevner, Circulation Manager - 

H. Clifford Parris, Research Manager 


Address Mail to Motor 
Chestnut & 56th Sts., Phila. 39, Pa. 
Phone: SHerwood 8-2000 


REGIONAL MANAGERS 
ATLANTA 3, GEORGIA 
John W. Sang ston 
911 William Oliver Bldg. 
32 Peachtree St., N.E. 
Phone JAckson 3-679! 


CHICAGO |, ILLINOIS 
Curtis F. Moss—James D. Moss 
Suite 418 
360 North Michigan Ave. 
Phone RAndolph 6-2166 
CLEVELAND 15, OHIO 
Ben E. Ball 
930 B. F. Keith Bldg. 
Euclid Ave. and E. 17th St. 
Phone SUperior 1-2860 
DALLAS 6, TEXAS 
William J. § 
Room 189, —— Bidg. 
Expressway at Mi 
Phone EMerson 8-475 


DETROIT 2, MICHIGAN 
Duane Jones 


1015 B 
Phone TRinity 52090" 


LOS ANGELES 57, CALIF. 
L. H. Jackson 
198 S. Alvarado St. 
Phone DUnkirk 7-4337 


NEW YORK 17, N.Y. 
Kip Howe—Len Kastell 
100 E. 42nd St. 
Phone OXford 7-3400 


SAN FRANCISCO 3, CALIF. 
Frank W. McKenzie 

1355 Market St. 

Phone UNderhill 1-9737 


‘WASHINGTON EDITORIAL OFFICE 


National Press Bldg., Washington 4, D.C, 
e 


One of the Janae aaa 
CHILTON COMPANY 
men Poongprte 


56th Sts. 
Pacem ns Ay Pa., U.S.A. 
Officers and Directors 
G. & BUZBY, President 


Vice Presidents 
P. ¥- FAHRENDORF Boece F 
L. V. + RON as ROBERT E McKENNA 


MA URICE E tox FRANK P. TIG 


EVERIT B. TERHUNE 7 RUSSELL W. CASE 
CHARLES A. S. HEINL JOHN H. KOFRON 


STANLEY APPLEBY, Comptroller 


Chilton's MOTOR AGE @ February 1960 





CHILTON'S 


MOTOR AGE 


FRANK P. TIGHE, Editor 


William H. Wolfe, Managing Editor * John K. Montgomery, Technical Editor * William M. Pi. A 
News Editor * Terrence J. McCabe, Service Editor * Marcus Ainsworth, Statistical Editor * Howard Koh 

brenner, Art Director * Edward Janicki, Detroit News Editor * Joseph Geschelin, Engineering Editor ° 
Paul Murphy, Chilton's Flat Rate & Service Manuals Editor * Ray Kay, Pacific Coast Editor * George H. 
Baker, Neil Regeimbal, Ralph Crosby, Washington News Editors * Paul Wooton, Washington Member of 
the Editorial Board ° Charles C. Tapscott, Editorial Consultant * Robert Gunning, Readability Consultant 


FEBRUARY 1960 


Vol. 79, No. 3 





As a Matter of Fact 

NEWSCOOP .. Be, Te eee 
Newscene and News Briefs........ 

New Product News Information—begins on 


ARTICLES Lincoln-Mercury Division Introduces Compact Comet 


Bucks From Trucks. ... 


Outdoor Service Dept. Big Hit with Customers. . 

How to Install an Air Conditioner. . 

Automotive Engineering at West Point 

Merchandising Ideas for Profit Sales. y 

Part Two—Transistor in the Automotive Electrical System... . 
Volume Selling of TBA Items and Repair Jobs 

Automotive Soldering Techniques. . 

Locating Fuel Filler Tanks on 1960 Cars 


DEPARTMENTS Letters to the Editor. . Ce OE yi ag 
Readers’ Clearing House (Troubleshooting Problems) . .. . 
New Passenger Car Registrations Table. . Pes 
Car and Truck Shop Kinks / ieee! 
Tune-up and Alignment Specifications Table for 1960 
Current Price, Weight and Body Table. . 
Body Shop Tips eats Sha 
Calendar of Coming Events 
Advertisers’ Index 
Last Laff. . 


im © ooo 


MOTOR AGE. Published monthly by Chilton Company, Chestnut & 56th Sts., Philadelphia 39, Pa. Second-class mail privileges authorized at 
Philadelphia, Pa. with additional entry at Easton, Pa. Subscription price: United States, United States Possessions, $4.00 for one year, $7.00 
for two years; Canadian, Foreign, $5.00 per year, $8.00 for two years; single copies 40 cents. COPYRIGHT 1960 by CHILTON COMPANY. 
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50th Anniversary Issue 
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GASKET APPLICATION 


Now on your Victor Jobber’s counter, this 
all-new Victor Gasket Guide insures your 
getting the right gaskets for every need. In- 
dividual parts, full sets, head sets, valve 
sets—they’re all included. 


Forty-three hundred new, added listings 
make this edition bigger than ever—includ- 
ing specifications for all 1959 makes and 
models: cars, trucks, buses, tractors; also 
marine and industrial engines. 


On imported cars, a separate section cov- 
ers all popular models. Again, the new Guide 


is the most complete gasket catalog ever 
published. 


With this up-to-date, accurate catalog, 
your Victor Jobber can always give you the 
best service on gasket parts. And as always, 


Victor Gasket quality assures the best fit 
and performance. 


Condensed edition—handy for shop use 


For use in your shop, the Victor Gasket List 
gives you replacement part numbers on jobs 


that come in every day. Ask your Victor 
Jobber for a copy. 


Victor Mfg. & Gasket 
Co., P.O. Box 1333, 
Chicago 90, Ill. Canadian 
plant: St. Thomas, Ont. 


WiECTrOoORnR 


GASKETS 


OIL SEALS 


The 100% Coverage Line...for Cars, Trucks, Tractors, Stationary Engines 


PACKINGS 


Visit with Victor at the IASI Show=—Booths 2738 to 2744 
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ROBERT BOSCH 
PUTS THE 





—with a complete line 
of heavy duty plugs 
that spark extra profits 





ROBERT BOSCH 
Spark Plugs Ignition Coils 
Horns « Voltage Regulators 
Electric Windshield Wipers 











vo 


a 


Padre profits—protected profits=extra plug 
performance...They’re yours when you sell 
famous ROBERT BOSCH Heavy Duty 
Spark Plugs. These were the first plugs with 
the extended insulator tip, the.only»plugs 
with the diamond-hard Pyranit®s insulator 


that resists high temperatures “a | b 


damage, electrical failure. « _ Fats 


2 


ROBERT BOSCI 


There’s a huge replacement. market for 
ROBERT BOSCH plugs_ on. imported cars 
which are largely .factOry-equipped with 
ROBERT BOSCH plugs. There’s an ever 
growing market for‘American cars and 
enginés, tdo. Full line for é every need...made 
“world’s ‘oldest, spark plug manufac- 

rite “Tor} facts,agpecification chart. 


PORATION 


40-25 Crescent Street, Long Island City 1, New ork * 225 Seventh Street, San Francisco 3, California 
© Reg. U.S. Pat. Off. ROBERT BOSCH GMBH Stuttgart 
A 
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withWagner Lockheed --the Quality line-- 





ONE CALL GETS ALL 


your brake service needs 
from one source — your Dis- 
tributor of Wagner Products. 
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you’ve got what it takes! 


Wagner Lockheed 
LINED BRAKE SHOES 


are packed with a 
“HOW-TO-DO-IT” Instruction Sheet in each box 


Make friends—and make money—by featuring 
brake relining service. Wagner makes it easy 


and profitable for you. 


A “Safety-check” Dash Tag and “HOW-TO- 
DO-IT” Installation Instructions are included 
with every set of Wagner Lockheed Lined Brake 
Shoes. The easy-to-follow instructions enable an 
average mechanic to turn out a good job in mini- 
mum time. 


Wagner Lockheed Lined Brake Shoes come to 
you with the lining contour ground to compen- 
sate for normal drum distortion. With correct 
clearance provided toward the ends of the shoe, 
lining contacts the drum over most of the lining 
surface. This feature helps you produce jobs 
that give safer, smoother stops. You will have 
less grief, and there will be fewer comebacks for 
adjustments. 


““WEB"’ CoMaX LINED SHOES are bonded with 
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CoMaX premium quality wire-backed flexible 
molded lining. Designed for general use, this 
lining has long wearing qualities... Sets are 
also available with riveted lining. 


“WP” LINED SHOES are bonded with “WP” top- 
quality molded segments, and are extensively 
used on high horsepower passenger cars and 
commercial vehicles equipped with or without 
automatic transmissions and power brakes. 


In addition to lined shoes—the Wagner Lock- 
heed line of friction materials includes sets, rolls, 
blocks, slabs, and cut segments. 


FOR DETAILS on Wagner Lockheed 
lined Shoes, Broke Lining, Brake 
Parts, Power Brake Repair Kits, and 
Brake Fivid—consult your nearby 
supplier of Wagner Products... 
Also ask how to become a Wagner 
Franchised Dealer and be eligible 
to display the sign that identifies 
you as a brake service ‘headquar- 


Wagner 
Lockheed 
BRAKE SERVICE 


e ee 
Wagner Electric @rporation 
. 6498 Plymouth Ave., St. Lovis 33, Mo., U. S$. A. 
(Branches in principal cities in U.S. and in Canada) 


Please send me: 

[_] Bulletin on Wagner Lined Brake Shoes—BU-579 
[_] Information on Franchised Dealer Plan 

[-] FREE copy of 1960 CATALOG AU-1 


NAME 
FIRM 
ADDRESS 


CITY & STATE wB60-1 
2 SS SS A A A A TT 
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The secret 
of top 


shock absorber 


performance 























e. @ h | . og tt 
iS in t e@ Va ving... Be Si ik 


Did you know that Gabriel uses more coil spring valves in its shock 
absorbers than any other manufacturer? 

We do this because coil springs can open valves wider and close them 
tighter than ordinary disc or washer type springs . . . because they permit 
more precise calibration . . . and because they are less subject to fatigue. 
One more reason why Gabriel shock absorbers work better longer. 

This year, forget the rest and sell the best . . . Gabriel! 


THE GABRIEL COMPANY Cieveland 15, Ohio 


...and the 
finest and most 
ptecise valving 
is in shocks by 


Gabriel ! 


AUTOMOTIVE PRODUCTS 
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WHEN YOU THINK OF 


utfiers 


... THINK OF 


MoPar! | 


EXTRA SALES AND PROFITS FOR YOU 


@ The MoPar Sono 4-X Muffler increases profits by reducing 
installation time. 











e Saves storage space—reduces inventory by standardization. 


@ Precision engineered by Chrysler Corporation to assure 
smooth operation with other parts. 


EXTRA PERFORMANCE FOR YOUR CUSTOMERS 


@ The MoPar Sono 4-X Muffler is zinc-coated inside and out 
for longer life, greater efficiency. 


e Has bigger tubes, less back pressure—maintains a lower 
noise level. 


@ Engineered to precise Chrysler Corporation standards... to 
help prolong new car performance. 














Stock an adequate supply of profit-making MoPar Sono 4-X 
Mufflers and Tail Pipes. Call your MoPar Wholesaler or your Valiant, 
Plymouth, Dodge, De Soto, Chrysler or Imperial Dealer TODAY for 
immediate delivery! 


Sell the line that keeps your customers sold on you—MoPar 
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LOOK WHAT’S COOKIN’ 


COOKS 6 HOT DOGS IN 90 SECONDS! 


y 4} t t In market tests dealers have used these exciting cookers 
ou Wall wo or to build sales several ways: 
Use with customers! Run a promotion to induce sales of 


more. s for home use ... Oil changes, oil filter changes, air filter changes and 


lube jobs! Display Dog-O-Matic and give it away as a prize! 


_ station snacks see Use with your men! Stimulate sales action on oil and air 


i cartridge changes by awarding Dog-O-Matic to man 
t | ¥ with high sales score. Give a “hot-dog feast” when you 
pr omo in g Sa es = announce the winner! 
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FOR FRAM DEALERS! 


AT NO COST TO YOU! 
Sensational New $995 


Wes tinghouse VALUE! 


“DOG-O-MATIC” 
Hot Dog Cooker 


HERE’S THE OFFER! FRAM D-11: You get one Dog-O-Matic and 3 Free 
Fram Cartridges for only $7.95 with purchase of any 30 Fram Cartridges. 
Sell Free Cartridges at list—and recover entire cost of D-11! 

















Hottest FRAM 
Advertising Ever! 


Every minute, every day Fram is 
directing powerful advertising mes- 
sages to your customers... building 
traffic and sting sales: color pages in Saturday Evening Post and 


Life Magazine focus big attention on Oil 
and Air Filters! 


Network Outdoor messages get ’em, too! Giant 
change-over period, urgent Fram messages Fram bulletins in high traffic areas add 
on two national networks send drivers to further weight to the filter industry’s most 
you for oil and filter change! effective consumer promotion program! 











Get this GET THIS LATEST AID TO SALES! 


attractive 
So counter New Fram 1960 sales kit—yours at no cost! 
, displayrack (1) 1960 Cartridge Checker—hangs on 
FREE.  wall—lets you “dial” quickly the correct O/L*AIR+*FUEL*WATER 
Comes with Oil—Air—Fuel Filters for all makes and 

6 popular engine models of cars, trucks, imported cars! 

air filter cartridges. (2) Plastic “see-through” window sign 
Just order Fram D-12_ in color! (3) Other valuable filter 


from your supplier. sales helps! FRAM CORPORATION, Providence 16, R.1. 
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they work to keep owners sold on Chevrolet 


Chevrolet has scored another first with the establishment 
of a new department devoted entirely to owner relations. 
While Chevrolet owner loyalty has always been high, 
the new department, now and in the years to come, 
will explore new ways to achieve an even greater degree 
of customer satisfaction. 


Here, a Forward Development Board of the 
Department of Owner Relations holds its first meet- 
ing on service. Consisting of fourteen members, 
including Chevrolet wholesale personnel and Chev- 
rolet dealers, the board discusses informally what is 
being done and what might be done for the more 
than 16,000,000 owners of Chevrolet cars and trucks 


in the area of service. Similar boards are in operation, 
again in cooperation with Chevrolet dealers, to in- 
vestigate many other aspects of owner relations. 

Another phase of the owner relations program, 
already under way, is the formation of panels of 
Chevrolet owners representing a model span of four 
years. These panels will periodically furnish opinions 
on problems and ideas affecting owner relations. 


Dealers have endorsed the new department and 
have reaffirmed the challenge that responsibility to 
the Chevrolet owner extends far beyond the imme- 


diate sale of an automobile. .. . 
Chevrolet Division of General 


Motors, Detroit 2, Michigan. 


Chevrolet dealers are No. 1 with customers because customers are No. 1 with Chevrolet dealers 
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WESTINGHOUSE 


$1395 SUN LAMP KIT AND 24 WESTINGHOUSE 
TOWN AND HIGHWAY SAFE-T-BEAM™ HEADLAMPS 
—YOU SAVE MORE THAN $5.00! 


Buy two cases of these extra benefit 6006 and 6012 headlamps and get 
the deluxe $13.95 Westinghouse Sun Lamp Kit for that summer tan 
the year ’round. UL approved, the kit contains a Westinghouse Sun 
Lamp, deluxe reflector, 6-foot cord. Fits anywhere. Use it at home; 
get extras for gifts. 


REGULAR PRICE, $50.91 SPECIAL PRICE, $45.18 


FR E E | PEGBOARD MERCHANDISER 


with every new Profit Builder PB-150 factory-packed assortment of Westinghouse 
auto bulbs. Every PB-150 assortment contains 10 free #67 bulbs. The $2.00 re- 
ceived from the sale of these bulbs pays for the merchandiser. 


DEALERS GET 
LAMP* QUANTITY 





150 fast moving Westinghouse factory-tested 
auto bulbs in new See-Thru packs for easy 
access, visual inventory. 19” x 24” Pegboard 
merchandiser, modern finish, 12 hooks; 
mounts on wall in lube room or display room. 
$2.00 value. 


SPECIAL DEALER PRICE 


*TYPES REPRESENT 60% OF THE MARKET DEMAND. 


You caw B& SURE...1F « Westinghouse 


Call your Westinghouse Lamp Supplier or Write: 
WESTINGHOUSE LAMP DIVISION, Westinghouse Electric Corporation, Bloomfield, N. J. 
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General Motors 
announces 
anew name 

for its 

Moraine Products 


Division 


BRAKE ASSEMBLIES ® POWER BRAKES * BRAKE FLUIDS * BEARINGS ¢ SINTERED METAL PARTS ® FRICTION MATERIALS ® DAYTON, OHIO 





More Than 50 Million Two Headlamp Cars need Vision-Aid Headlamps with 


SPOTLIGHT 
LOW BEAM 


Greater visibility against oncoming 


lights makes night time passing safer for all 
two headlamp cars and trucks! 











Old Range of low beam in old-type 7-inch head- 
lamps is no longer adequate. As vehicles ap- 
proach, the opposing headlights create a glare 
that tends to cancel out the visibility of both 


6-V PASSENGER CAR 6006 
12-V PASSENGER CAR 601 2 


12-V HEAVY buTy 6013 
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drivers—causing a critical “blind spot” during 
passing. 

New TUNG-SOL 6000 series spotlight low beam 
concentrates more light farther along the right 
side of the road, away from oncoming lights... 
provides better visibility in critical passing zone. 
Even against “brights” more light gets through. 
Passing is accomplished with far less eye strain 
and hazard. In effect, spotlight low beam head- 
lamps bring more of the four-headlamp efficiency 
to all two-headlamp cars. 


SELL 


‘s) TUNG-SOL 


THE COMPLETE LIGHTING LINE 


Automotive Products Division 
TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
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Dow offers garage men 


THE WORLD'S 
EAR ROUND 
SYS TEM 


DOWGARD 


1 Sales limited to service dealers! Sales backed by multi-million dollar advertis- 
ing and promotion campaign | 


2 A new, scientific formulation which gives year ’round protection against rust, 
corrosion, freezing and overheating! 


Here’s a once-in-a-lifetime opportun- 
ity for independent repairmen! pow- 
GARD cooling system fluid can NOT 
be sold in cash-and-carry outlets. 


You are the man. You can sell 
DOWGARD as part of a brand new 
service. You drain and service the 
cooling system and FILL IT COM- 
PLETELY with this new fluid. 
Then you snap a special blue-and- 
white cap on the radiator cap with 


THE DOW CHEMICAL COMPANY - MIDLAND, 


special instructions and the date 
when reservicing is due .. . one 
year from the date of installation. 


A package price. Dow will suggest 
a resale price for DOWGARD. For in- 
stance, the suggested price of DOW- 
GARD installed for a car with a 
radiator capacity of 17 quarts would 
be $9.60. You will get price and 
capacity charts, which will contain 
the suggested resale prices. 


*TRADEMARK 


Ground floor. The time is now. 
Don’t miss the chance to be among 
the first dealers in your area selling 
this product! 

For information as to how you can 
be a charter dealer for DOWGARD, 
contact your jobber or write: 
National Brand Sales, Automotive 
Chemicals, The Dow Chemical 
Company, Midland, Michigan. 


MICHIGAN <Qefoy> 
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a major, new source of profits 


FURST 


COOLING 
FLUID 


DOW GARD cooling system fluid is a pre- 
mium product of The Dow Chemical Com- 
pany. It does more for the cooling system 
than any other product available. Here's 
why DOWGARD can be a top seller for you: 


1. It provides year ’round cooling system 
protection from 40°F. below to 240°F, 
above zero, 

. It provides top protection against rust 
and corrosion. 

It eliminates seasonal need to add anti- 
freeze, rust inhibitor and water. 
Research has pin-pointed an immediate 
market. 

Dow has lined up a marketing cam- 
paign, one of the largest for an auto- 
motive aftermarket product in years. 


Testing DOWGARD under simulated driving conditions. 


Product of long-range research. DOWGARD 
cooling system fluid is a blend of quality 
chemicals, balanced inhibitor systems and 
specially-treated water, purer than distilled 


Only service dealers will sell DOWGARD. 


water. It gives top protection for all cool- 
ing system metals, including aluminum. It 
is an effective heat-transfer agent which 
maintains cooling system efficiency at all 
loads and speeds, 


One of Dow’s automotive chemical labora- 
tories is near Detroit, the world’s car capi- 
tal. Dow specialists have been in touch with 
automotive development over the years, 
while supplying materials to major oil and 
automotive companies, 


Buyers ready. Market analysts, employed 
by Dow, noted a type of car owner, called 
the “Caretaker,” who is interested in the 
best protection for his car. The researchers 
reported that “Caretakers” as a group rely 
on servicemen for advice on car care and 
have respect for their recommendations. 
This potential market occurs in all parts 
of the country. 


Customers will ask for it. Dow advertising 


This attractive blue-and-white radiator cap is provided to dealers to place 
on cars after DOWGARD has been installed. It is a badge of prestige for the 
motorist and a reminder of the date for reservicing. - 
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and publicity will tell millions of people 

about DOWGARD. The highlights of this all- 

out sales promotion drive are: 

1. A new network television program. 

2. Colorful ads in Life, Look, The Satur- 
day Evening Post and Reader’s Digest 
to introduce DOWGARD and reinforce 
customer interest. 

Exciting ads in newspapers throughout 
the country. 

. Hard-hitting sales aids for dealers, 
A wide-scope public relations campaign 
which will result in news stories all 
over the country. 

. A special sales force assigned nation 
wide to give maximum punch to sales 
efforts. 








YEAR "ROUND 
COOLING SYSTEM 
FLUID 








He can see for himself— 





If any of the traces go above the red warning line, your 


customer knows his plugs should be serviced or replaced. 


It’s that simple! And this is the only scope a 


motorist can “read” for himself. That’s why the Champion 


‘‘Plug-Scope” can really increase your sales... 


It’s so easy to read —even your customers 
can do it. Just watch the red warning line. 
If any traces shoot above it — the spark plugs 
need attention. There's no guesswork with 
the Champion “Plug-Scope.” No problems of 
“interpretation.” It’s the only oscilloscope a 
motorist can really understand. So you don't 
need any technical sales talk. Either the 
plugs need attention—or they don't! 


That’s why dealers who have used the 
“Plug-Scope” report some astounding sales 
gains. In Nashville, Tenn., dealer John Whit- 
field’s sales went from 3 to 162 spark plugs a 
week! Chicago dealer Bill Henne increased 
his monthly average sales from 110 spark 
plugs to 380! 

The business is there —just waiting for 
you. (Every other car on the road needs new 


CHAMPION SPARK PLUG 
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his spark plugs need attention! 





j= “a. NS SE 
portable oscilloscope that offers 


these important features: 


@ Simple, easy-to-read vertical traces 








@ Warning line eliminates need for 
“interpretation” 


@ Powered by transistors for longer, 
Traces below Traces above trouble-free service life 

red warning line— red warning line— @ Only one hookup needed to find a fouled plug 

plugs are satisfactory plugs need attention 
@ Works on all U.S. cars—plus popular imports 

: a @ Instructions and patterns printed on permanent 
spark plugs now!) And the Champion “Plug- metal plates ee 
@ Easy-to-read pattern shows reversed coil 

polarity 
there is to get this business — because the red © Adjustment knob is on bottom for more 
li ll h d a | os convenient handling and use 

ine tells the story. So order a Plug-Scope © Protected against humidity 


Scope” is the easiest and most efficient way 





today. Snap it on every car you can — and @ Anti-reflection glass on screen 
tell the driver to keep his eye on the red 








warning line. It’s that simple to increase ap eames 


your spark plug sales and profits — with a 


se Me 
Champion “Plug-Scope”! HAMM PION 





COMPANY ¢ TOLEDO 1, OHIO SPARK PLUGS 
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She'll be back only if you sell her high quality lining. 
Inferior goods drive customers away. American Brake- 
blok is the finest made. Riveted and bonded exchange 
available through your NAPA jobber. 


P.0. BOX 21, BIRMINGHAM, MICHIGAN 
DIVISION OF AMERICAN BRAKE SHOE CO. 


ICAN BRAKEBLOK 
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What is the TRUTH 
about “TRUE ACRYLICS”? 


What are acrylic lacquers made from? 

ALL acrylic lacquers in use today as auto- 
motive finishing or refinishing materials, 
are made with VARYING proportions of 
acrylic resin as a base — PLUS other ma- 
terials to make them workable, to make 
them easy to apply and to control their 
drying time, color retention, hardness and 
other characteristics. 


What is a “true” acrylic? 

The only material which can correctly be 
termed a “true” or “pure” acrylic is the 
acrylic resin from which all acrylic lac- 
quers are made. 


This is a colorless solid which would be 
impossible to use for finishing without ad- 
dition of solvents, pigments and other ad- 
ditives to make it workable and useable. 


Are the original acrylic finishes on 
today’s cars ‘‘true” acrylics? 


No. “True” or pure acrylic resin has been 


Some facts about acrylic finishes and acrylic refinishing materials 


modified to permit it to be applied, and 
other materials have been added to make 
repairs easier and to improve other per- 
formance characteristics. 


Does Sherwin-Williams OPEX® Acrylic Lacquer 
provide these advantages? 

Sherwin-Williams OPEX Acrylic Lacquer 
has provided the advantages of easier 
workability and simpler application from 
the time is was first announced. 


Sherwin-Williams technical formulators 
correctly foresaw these needs with the re- 
sult that Sherwin-Williams was the FIRST 
to formulate and supply acrylic lacquers 
that were recommended for use over con- 
ventional lacquer primer-surfacers. 


Does Sherwin-Williams OPEX Lacquer 

offer other advantages? 

Yes. Sherwin-Williams has maintained its 
lead in acrylic lacquer development, based 
on its formulation experience in this field 
for more than twenty years. 


FACTS ABOUT SHERWIN-WILLIAMS OPEX ACRYLIC LACQUER 
Besides easier application, OPEX Acrylic Lacquer today offers: 


@ HIGHER original gloss 
¢ BETTER resistance to solvents 


For all the facts, call your Sherwin-Williams OK 
Automotive Jobber — ask about seeing an OPEX 


Acrylic Shop Clinic demonstration. 


e GREATER toughness over super- 
enamels and regular lacquers 


¢ BETTER pigment suspension 


The Sherwin-Williams Co., Automotive Division, 
Cleveland 1, Ohio and Montreal, Canada. (Export 
Division, Newark 1, New Jersey) 


SHERWIN-WILLIAMS 


AUTOMOTIVE FINISHES 
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The Brake Parts 
Line is now more 
complete than ever! 


It’s packaged, 
catalogued and 
merchandised to save 
time, speed work 
and to produce 

a better profit! 


From Brake Fluid to 
Wheel Cylinders... alll the 


way and in every way... 


precision-engineers 
all the brake parts that make it 


Write for catalog e © 
EIS AUTOMOTIVE CORP., Middletown, Conn. 
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At the IASI SHOW . . BOOTHS 2546-2548-2645-2647 
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SO ARE CUSTOMERS... * 
~ HE USES 
™ TIMKEN® BEARINGS 


CUSTOMERS STAY HAPPY when you give them the best service and the 
best parts. When it’s a bearing job, use Timken® tapered roller bearings. And 
tell customers it’s Timken. That’s a name they know means top quality. The 
Timken Roller Bearing Company, Canton 6, Ohio. Canadian plant: St. Thomas, 


Ontario. Cable: ““Timrosco.” 


CUSTOMERS LOVE YOU WHEN YOU USE AMERICA’S BEST-KNOWN 
BEARINGS FOR SERVICE...SO TELL ’'EM IT’S TIMKEN 


tapered roller bearings 
Chilton's MOTOR AGE @ February 1960 25 





ARTHUR GOLDSTEIN RELAXES WITH HIS FAMILY AT HiS HOME IN BETHPAGE, N. Y, 


“Going with Texaco 
increased our 
gasoline sales 71% 
in one year alone” 


26 


“Except for 4 years in the Navy 
during World War II, I’ve 
always been in the automotive 
business,” says Arthur Gold- 
stein, Rainbow Servicenter 
Inc., New Hyde Park, N. Y. 
“About 9 years ago, after look- 
ing over the field, I decided to 
team up with Texaco. 

“Tt turned out to be a good 
move. Our thru-put started to 
climb right away. In one year 
alone our gallonage increased 
71%. The Texaco sign in front 
of our station causes many 
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newcomers in our area to drive 
in. Then, we give them good 
service and make them perma- 
nent customers. No question 
about it, car owners everywhere 
in the country know and accept 
Texaco products. We get a lot 
of bonus business, too, from 
drivers living in other states 
whocarry Texacocredit cards.” 


OPEN 24 HOURS 


“We have 21 employes, and 
are open 24 hours a day, 7 days 
a week,” Mr. Goldstein says. 
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“With 5 bays, we don’t keep 
customers waiting. We have a 
delivery arrangement whereby 
we can service the cars of 
workers at a nearby plant while 
they are on the job. 

“We like to do business with 
Texaco. Their national adver- 
tising and promotion make it 
easier to get new business, and 
keep it. I’d recommend Texaco 
to any Dealer dissatisfied with 
his present set-up, or to anyone 
thinking of going into the 
business.” 


6 reasons why 
there’s a solid future 
with Texaco 


1. THE BEST petroleum products, 
known and accepted by car owners 
nationwide. Continuous research and 
development insure that Texaco will 
always have the best products. 2. THE 
BEST national advertising program, 
year after year ... constantly selling 
Texaco Dealers to car owners every- 
where. 3. THE BEST point-of-sale and 
direct mail promotional material to 
help bring in motorists and bring 
them back. 4. THE BEST customer 
credit card ...in fact the only petro- 
leum credit card honored under one 
sign nationwide. 5. THE BEST retailer 
policy . .. Texaco helps its Dealers to 
market nationally-advertised and 
accepted TBA products. 6. THE BEST 
opportunity to cash in on “touring” 
business... because Texaco customers 
at home like to stop at Texaco sta- 
tions when on the road. This means 
you have more than 40,000 other 
Texaco Dealers in the U.S. and Can- 
ada helping you. 


SALES MANAGER, TEXACO INC., MA-2 
135 E. 49ND ST., NEW YORK 17, N.Y. 


| would like to get complete information about 
the possibility of becoming a Texaco: [[] Dealer, 
(-] Consignee, [-] Distributor. (Please check) 


cere SSD 
STREET. 
CITY. 


STATE 
ct Co NE YS Se SN sR 


TUNE IN: METROPOLITAN OPERA, SATURDAY 
AFTERNOONS CBS-RADIO; TEXACO HUNTLEY- 
BRINKLEY REPORT, MON. THROUGH FRI., NBC-TV 
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_/Vothing says quality like the 600 DeSoto 


iT PAYS TO BE A DE SOT. BEALE 
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Good Shopkeeping Pays 


Dear Editor: 

Good service is a challenge, an 
opportunity and a responsibility. 
Behind this description of service 
is a basic requirement so often 
forgotten, good house keeping! 
So often you hear of fall and 
spring house cleaning! We never 
get around to seasonal cleaning. 
Our house is kept in order each 
day. 

It’s a fact that no lady or 
gentleman ever objected to dirt 

.. at the right time. On you or 
about you in the service depart- 
ment it doesn’t look good. No 
set of rules to follow. Just be- 
lieving and knowing that how 
you dress the service depart- 
ment makes the difference. “To- 
day’s automobile engineering is 
too complex, and improvement 
too rapid, for any casual ap- 
proach to service.” That’s the 
firm belief of Randolph Oldsmo- 
bile. We can’t afford the casual 
approach to house keeping. 

Ray Tankersley 
Service Manager 


Floor Plans Needed 


Dear Editor: 

I have for some time read your 
interesting articles in the 
MOTOR AGE magazine. I am 
thinking about building a new 
building with an enclosed shop 
and outdoor covered showroom. 
I have thought a little about a 
single row overhead door ar- 
rangements. I need about 6 bays 
for shop work. A parts depart- 
ment of about 600 square feet. 
Two small offices for dealer and 
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salesman and a_ bookkeeping 
office. I have a small Ford agency 
and need an arrangement where 
by one or two people can watch 
the front and rear during lunch 
hour. I employ 10 people. 
Do you by chance have any lay 
outs for such a building? 
J. M. Newsome, Jr. 
Cheraw, S.C. 


(Editor’s note: Floor plan sam- 
ples are on their way.) 


Polo by Auto 


Dear Editor: 

That picture in the 60th Anni- 
versary of MOTOR AGE issue 
was me. [Photo showed polo 
game played in open autos in 
early decades of this century] 
... Am sending you another pic- 
ture. 

Carl E. “King” Brady 
D’Arcy Motors 
Plainfield, I. 


(Editor’s note: photo below 
shows Mr. Brady quite agile 
when his “horse” upsets!) 


O 
the Editor . 


What's the Hurry? 


Dear Editor: 

The new California speed limit 
is to be 65 mph, without qualifi- 
cation. Will automobiles be al- 
lowed to run without governors 
set for the maximum legal speed? 

Even tiny imports advertise 


‘an ability to “cruise all day at 


75,” and most American cars 
have speedometers that read to 
120 mph. 

It seems hypocritical to write 
a law while knowing that the 65 
mph top will be observed only 
when highway patrolmen are in 
sight. There’s not one driver in 
a hundred who is capable of con- 
trolling a car in an emergency 
at over 65 mph. Anyhow—what’s 
the hurry? 


F. P. Sherry 
San Rafael, Calif. 


Thanks for Good Reporting 


Dear Editor: 

I want to express to you our 
profound gratitude for the out- 
standing reporting job you did 
on the Automotive Man of the 
Year and the AWDA convention 
in the December issue of MOTOR 
AGE. 

Certainly this is journalism at 
its best and we are grateful to 
have such fine friends as you in 
the industry. 


Martin Fromm, 

Executive Secretary 

The Automotive Warehouse 
Distributors Assn. 

Kansas City 13, Missouri 





MONMOUTH 
COVERAGE... 
IN ACTION 


__f 


“Brother! | call this a real bearing outfit 


says John Keirnan, independent 


. . when this ’34 Ford came in for an engine overhaul, I didn’t think 
garage owner of Cleveland, Ohio. 


my NAPA Jobber could come up with Monmouth engine bearings for 
this relic . . . but he did, and that’s what I call real coverage’. 


You, too, can count on your NAPA Jobber for fast service on the most 
complete line of engine bearings on the market. Monmouth has the 
right material in the right size for every engine job that comes into 
your shop. 


Low premium ‘‘customer insurance”’ is yours when you install . .., 


MONMOUTH Engine Bearings 


CLEVITE SERVICE: Cleveland Graphite Bronze ¢ Division of Clevite Corporation « Cleveland 3, Ohio 
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a Matter of Fact 


What Are People Buying? 


HE Federal Reserve Board recently is- 

sued some interesting facts. The Board 
disclosed results of a study over the past 
twelve years to discover the fastest-growing 
consumer products. Items heading the list 
were: air conditioners, TV sets, boats and 
clothes driers. 

Sales of each of these items have grown by 
more than 400 per cent. Next biggest increase 
was electricity for use in homes; up 272 per 
cent in the period, 1947 to 1959. 

Figuring the growth of more than forty 
types of goods bought by individuals, the 
government figured that the average produc- 
tion increase was fifty-eight per cent. More 
than double our population growth of twenty- 
three per cent. Car population has multiplied 
and its increase was 140 percent, well above 
average. 


Parts Business Limping 


The same study shows the percentage in- 
crease of those products which failed to fol- 
low the population growth. Among them, and 
way below the average increase, is auto re- 
pair parts. Over the same period repair parts 
increased only 10 percent. 

We suspect that if such fast moving items 
as spark plugs, mufflers, filters, and the like 
were set aside there would be little or no in- 
crease in the “repair parts” category, so far 
as the automotive industry is concerned. 

While parts company sales figures look 
good, they may be the result of dollar infla- 


Chilton'’s MOTOR AGE @ February 1960 


tion and not the result of production gains. 

This is in spite of the terrific battle for 
availability and the setting up of many new 
so-called “wholesalers” who in many in- 
stances are merely retailers with extreme dis- 
counts. It would seem that this new distribu- 
tion is not increasing the market—merely 
thinning it out. 


Why Parts Sales Lag? 


There are many reasons for the failure of 
parts sales creeping like an inebriate climb- 
ing a stairway. Here are some: 

1. Quality parts are lasting longer, need 
less replacement. 2. The shortage of good 
mechanics. 3. The possible lack of confidence 
on the part of the car owner in repair work. 

4. Failure to sell the concept of preventive 
maintenance as contrasted with emergency 
service. 5. Out-of-line prices for repair work 
and parts by those not using a reputable Flat 
Rate manual. 

6. Failure of parts makers to promote 
brand names and hard-sell both to and for 
the repair trade. And, the lack of an overall 
industry effort in this respect. 7. Just plain 
complacency. “The market is still big 
enough.” “We’ll be happy if we can go along 
as we are, gouging a little from our competi- 
tors on the way.” 

Horseshoe nails are still available, aren’t 
they? 

Faithfully yours, 


Fisk FE lples 





PEDRICK'S FORMFLEX 
OIL RING — 
GIVES UNEQUALLED 


CONFORMABILITY 


A strong statement? Perhaps, but 
there are many facts to back it up... 





CONSIDER JUST ONE... 


The 4-piece construction of Pedrick’s Formflex oil 
ring makes it possible to use ring rails which have 
a radial thickness almost 20% less than any other 
peripheral-abutment type ring! So much less 
radial thickness obviously makes the Pedrick 
rails far more flexible. Greater flexibility means 
greater ability to conform—and, therefore, a bet- 
ter sealing, higher-performing, longer-lasting pis- 
ton ring in any kind or condition of engine! 


in aidtin, PEDRICK FORMFLEX CHROME RINGS ..: 


@ Easy to install! 


@ Effective in Side Sealing! DEPEND ON 


@ More Resistant to Plugging! 
@ All-Purpose—for any kind of service! 


@ Chrome-faced for longer life! 
FOR THE BEST RING JOB 


Wilkening Manufacturing Co., Philadelphia 42, Pa. In Canada: Wilkening Manufacturing Co. (Canada) Ltd., Toronto 2 





Let’s SCRUTINIZE 


your sales 
INCREASE 


By MARTIN FROMM 
Executive Secretary 
Automotive Warehouse 
Distributors Association 


ITH automotive jobber 
sales some 10 per cent 
above those in the same period 
of the preceding year, it hardly 
seems as though the automotive 
replacement industry should 
have a care in the world. Yet 
those of us who have been in 
the business for two or three or 
more decades know different. A 
“prosperous cycle” breeds its 
own peculiar problems. And the 
greatest of these, I believe, is a 
lethargic attitude in selling. 
That statement is of course a 
generalization. Fortunately, 
there are hundreds of alert job- 
ber and dealer salesmen doing 
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One should take steps not to confuse 
“availability” with ‘action selling” 


outstanding work. Their success 
is reflected in their personal 
earnings. It shows also in the 
net profit figures of their re- 
spective employers. But after 
discussing this problem with 
many wholesalers throughout 
all parts of the country, I’m 
afraid that these outstanding 
men are in the minority. 

Let’s dissect that 10 per cent 
increase figure which was an- 
nounced recently by the Bureau 
of Census, U.S. Department of 
Commerce. Let’s analyze it in 
two short steps: 


“Natural” Increase 


(1) A lot of the 10 per cent 
figure is “natural” increase. We 
know from sales records of car 
and truck dealers that there 
has been a sizeable increase in 
the number of vehicles on 
our streets and highways today. 

At the end of 1959, the increase 
was 3.3 per cent. That 3.3 per 
cent must, then, be subtracted 
from the 10 per cent increase 


“enjoyed” by the automotive 
jobbing segment. 

For most certainly there is 
little if any real salesmanship 
involved in transferring goods 
from jobber to dealer where the 
demand has been created simply 
through the enlargement of the 
market. 

(2) We must also consider the 
old bugaboo called “inflation.” 
Nobody knows for sure just how 
much the cost of goods con- 
nected with the operation and 
repair of automobiles’ has 
jumped in the past year. But it’s 
no secret that prices have inched 
up considerably. Thus_ one 
should find the percentage of in- 
crease there has been in the 
COST TO DEALERS of mer- 
chandise handled by and 
through automotive wholesalers. 
This figure, then, should also be 
subtracted from the 10 per cent 
sales “increase.” 

Too many jobber and dealer 
salesmen (and, in a great many 
cases, their employers as well) 

Continued on page VI 








Proving to management 
the effectiveness of 
Trade Advertising 


First of a two-part series 
based on an address before the 


Automotive Advertisers Council 


By Homer A. Lange, Manager 
of Advertising and Sales 
Promotion—The DeVilbiss Co. 


ONE most important prob- 
lem confronting 
admen it may well be that of 
convincing management of the 


[: there is such a thing as 


industrial 


rightful value of advertising. 
This problem involves motiva- 
tion of people by and large re- 
mote from our personal contact. 
It encompasses hundreds of thou- 
sands of potential buyers. More 
often than not it requires a very 
indefinite element of time to 
show forth evidence. This means 
that most of us are entirely with- 
out the positive proof manage- 
ment seems to seek. 


And unfortunately this lack of 
convincing facts generally results 
in an inadequate advertising 
budget—-with all its far reaching 
ill effects. 

Some admen look upon the 
situation with frustration. They 
adopt the philosophy that it is 
best to “let sleeping dogs lie” as 
long as management does not 
openly ask for justification of the 
ad program. On the other hand, 
there are more aggressive in- 
dividuals determined to sell the 
importance of their trade ads. 
They find, though, that the kind 
of evidence required to convince 


skeptical corporate officials is not 
easily obtained. 

Unfortunately, gathering all 
the facts takes precious time 
from other projects. (Let’s not 
even mention additional nonpro- 
ductive expense which is gen- 
erally harder to get approved 
than the ad budget itself.) 

Attitudes such as that ex- 
pressed by one top executive re- 
cently are typical of the skepti- 
cism we invariably meet. 

He starts out encouragingly by 
stating: “Advertising does help 
on an overall basis. We use it to 
sell our products and to build our 
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name.” However, he then slips in 
the big qualifier: “BUT until we 
have better proof of its effective- 
ness—proof that we haven’t yet 
gotten from ad _ people—we’ll 
throw the weight on direct sell- 
ing.” 

Continually overlooking the re- 
sponsibility of giving manage- 
ment reason to abandon such 
doubts over the trade ad pro- 
gram can lead to two problems. 
And unfortunately, they both 
have hidden hazards that work 
seriously against not only the ad 
manager but the corporation as 
well, 

First, the old saying, “a stitch 
in time” fits no situation more 
aptly than this. If we wait until 
management reaches the point of 
sufficient doubt that they ask for 
evidence of their trade advertis- 
ing effectiveness you are auto- 
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matically put on the defensive; 
you have a serious uphill battle to 
fight. 

How much better it is to be in 
the offensive position. Here you 
have the option of selecting the 
most suitable time and situation 
to familiarize management with 
the ‘payoff’ of trade advertising. 

Most industrial admen have at 
one time or another plugged 
‘Preventive Maintenance’ to his 
trade. It’s a shame he fails to 
practice this principle more fre- 
quently in his own spheres. 
There certainly is need for it. 
And on a regular schedule too. 

Secondly, rare indeed is the 
sales manager who doesn’t in- 
stinctively lean more favorably 
toward selling expense rather 
than advertising expense. It is 
only logical, therefore, that ad 
budgets are inclined to get what’s 








left when appropriations are 
made. This invariably leads to 
an inadequate ad appropriation. 
And that is far more disastrous 
than most of us realize. It’s like 
buying a plane ticket for 34 of 
the way to Europe. 

In Chas. G. Mortimer’s report 
to stockholders reprinted in the 
August 10th issue of “Advertis- 
ing Age,” he makes this state- 
ment, explaining his corpora- 
tion’s $96,000,000 annual adver- 
tising budget. It reflects the keen 
understanding that has made 
him President and now Board 
Chairman of General Foods after 
having served as its Ad Man- 
ager. I think his following state- 
ment is a classic. “One thing our 
long experience has taught us is 
that the surest way to overspend 
on advertising is not to spend 
enough to do a job properly.” 

There certainly can be no ques- 
tion in any of our minds that this 
‘inside selling’ of trade advertis- 
ing is not alone desirable but 
downright necessary. What we 
might have varying ideas about, 
however, is the ‘how,’ ‘when,’ and 
‘with what’ to do the job. And 
right here let me go on record 
for a continuing program rather 
than the usual “once a year pres- 
entation.” 

To me this annual approach is 
like over-whelming your wife 
once a year with a pretentious 
bouquet of roses and the tender 
greeting, “Honey, you’re beauti- 
ful.”” What happens? Right away 
she’s suspicious. Don’t think your 
boss doesn’t react to your once a 
vear advertising “sweet talk” 
with the same kind of apprehen- 
sion, 

And before we get into the 
‘how,’ ‘when,’ and ‘with what,’ 

Continued on page VII 
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‘... the once a year presenta- 
tion is like overwhelming your 
wife with a once a year bouquet 
of roses. Right away she asks 
‘why’?” 
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NEWSETTES 


NAPA's New President 


National Automotive Parts As- 
sociation at its recent annual 
meeting in Chicago elected D. N. 
Test, Jr. (photo) San Antonio, 
Texas as its new president. He 
succeeds Wilton Looney, of At- 
lanta, Ga. Roy C. Barrett, Colum- 
bus, Ohio was named vice presi- 
dent; Robert L. Stacey, Chicago, 
vice president and general man- 
ager and W. G. Gurich, Chicago, 
secretary. 





Sherman G. Landers, partner in 
Gray & Rogers (Phila. adver- 
tising agency) was presented an 
award by the Grey-Rock Divi- 
sion of Raybestos-Manhattan, 
Inc. Landers, a track star in the 
1920 Olympics, is shown here 
with the Grey-Rock award and 
a bronze figure symbolic of his 
Olympic feats. 
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Board of directors of Southwest Automotive Show (March 24-27 
in Dallas): Seated, left to right: J. R. Boulton, Unit Parts Co., 
Oklahoma City; Yancy Robertson, president, Robertson & King 
Motor Supply, Dallas; H. M. Willey, Sr., Hersig-Frazier Co., 
Houston; L. W. Barnett, Cogdell Auto Supply, Ft. Worth; H. B. 
Braden, American Gear & Parts Co., Dallas. Standing, left to 
right: Jules Lamothe, executive director, Automotive Whole- 
salers of Louisiana; J. Neal Ferguson, J. Neal Ferguson & Asso- 
ciates, Dallas; G. C. Morris, executive director, Automotive 
Wholesaler of Texas; Tom Payne, executive director, Automo- 
tive Wholesalers of Oklahoma; Eric Hyden, Keller-Hyden, Inc., 
Ft. Worth; A. L. Barnett, secretary-manager, Southwest Auto- 
motive Show; Ralph Russell, Ralph E. Russell Co., Dallas; Joe 


Owens, Owens Motor Supply, Enid, Oklahoma. 


McQuay-Norris Marks 
Fiftieth Anniversary 

McQuay-Norris Manufactur- 
ing Company held its Golden 
Jubilee Sales Conference on 
January 25 through January 29 
in observance of its 50th anni- 
versary. Approximately 100 dis- 
trict sales manager and sales 
representatives from all parts 
of the United States and Canada 
attended the meeting. Meeting 
was held at the Sheraton-Jeffer- 
son Hotel in St. Louis, Mo. The 
entire group traveled to the 
company’s bearing plant in In- 
dianapolis for the last day of 
the conference. 


1960 Officers for MEMA 

At a recent meeting of the Motor 
and Equipment Manufacturers 
Assn. Board of Directors in New 
York, the following were elected 
to guide the Association during 
1960: President, Thomas S. Rose, 
Sealed Power Corp., Muskegon, 


Mich.; Vice President, G. H. Goeh- 
rig, Blackhawk Manufacturing 
Co., Milwaukee, Wisc.; Secretary, 
S. S. Gordon, Republic Gear Co., 
Detroit, Mich.; Treasurer, Charles 
H. Seibert, Behr-Manning Co., 
Troy, N.Y. 


Kem Celebrates 
40th Anniversary 

Marking the 40th Anniversary 
of its founding, Kem Mfg. Co. 
added 25,000 sq. ft. of space to 
the company’s factory and ad- 
ministrative facilities located in 
a 45 acre industrial site in Fair 
Lawn, N.J. The expansion will 
be completed during 1960-61. 

Increases in demand for and 
distribution of its products in 
the United States and in foreign 
markets, account for the needed 
expansion. The company main- 
tains branch offices and ware- 
houses in six cities throughout 
the U.S. 








NEWSETTES 


WERA Elects Officers 


Robert J. Dana (photo) Dana 
Motors, Sacramento, California 
was elected president of the 
Western Engine Rebuilders 
Assn. for 1960. The following 
officers were elected at the asso- 
ciation’s convention held in 
Phoenix, Arizona: 1st vice presi- 
dent, Thomas G, Turk, Thomas 
Engine Corp.; 2nd vice presi- 
dent, Leo M. Breithaupt, Breit- 
haupt Engineering Co.; secre- 
tary-treasurer, D. A. Kenmonth, 
Piston Supply Co. 


Elects New Officers 

The Automotive Undercoating 
Manufacturers Assn., Michigan, 
has elected officers for the 1960 
fiscal year. Elected were: Presi- 
dent, D. W. Maher, Minnesota 
Mining and Mfg. Co.; vice presi- 
dent, G. R. Widger, president, 
Tuff-Kote Asphalt Products, 
Inc.; secretary, M. Jelin, presi- 
dent, Lewis Asphalt Engineer- 
ing Corp.; treasurer, H. E. Hut- 
son, president, Gibson-Homans 
Co. 


Ruark Named Honorary 
Member of O.A.C. 

Honorary membership in the 
Overseas Automotive Club re- 
cently was conferred upon B. W. 
Ruark, Executive Secretary, 


Manufacturers Division of the 
Automotive Service Industry As- 
sociation. Ruark was notified of 
his O.A.C. appointment by J. B. 
Wells, Secretary of the Overseas 
Automotive Club. 


Tells Wholesalers Story 

The National Association of 
Wholesalers unveiled a new 
wholesaler-public relations mo- 
tion picture entitled “The Devil 
To Pay.” The film represents a 
new conception in institutional 
motion picture presentation. It 
features a prominent national 
movie star, Buster Keaton, in a 
comedy situation that tells 
wholesaling’s story in an enter- 
taining way that will appeal to 
the consumer audience. 

“The Devil To Pay” is a 
16-mm, black and white sound 
production. It pictures the key 
role played by the wholesaler in 
this jet age of distribution. The 
film will be shown on public 
service television time and to 
many different kinds of club 
meetings and educational 
groups. 


Keaton displays his famous pan- 
tomime talents starring in “THE 
DEVIL TO PAY,” new educa- 
tional film portraying the Ameri- 
can wholesaler as the key man 
in distribution. 

Continued on page VII 


SALES INCREASE 
Continued from page I 


have confused “availability” 
with “action” in selling. They 
think that when they have on 
hand what the customer asks 
for, and when they make up an 
order for same, they’ve done 
their job. 

Nothing could be further from 
the truth. What a real salesman 
does is to persuade his custo- 
mers to WANT what he has on 
hand to SELL to them. And what 
the really good jobber purchas- 
ing agent does is to see that his 
salesmen have a proper supply 
of items; not only the bread- 
and-butter standbys, but the 
new products which can add zest 
(and profits) to selling. 

The successful automotive 
wholesalers today are those who 
hire, train, and direct their 
salesmen to get out and SELL. 
What is equally important, they 
are businessmen who are not 
afraid of trying something new. 
Their sales personnel know how 
to create demand, rather than 
merely to take care of constant 
and regular needs. 

The manufacturers in our in- 
dustry, both large and small, are 
constantly introducing new 
items which add to the safety, 
economy, comfort, convenience, 
or appearance of the nation’s 
vehicles. 

There is no dearth of products 
for the jobber to sell to the 
dealer and the dealer to sell to 
Mr. Car Owner. 

If everybody in the industry, 
from factory top management 
through warehouse distributor, 
jobber management, jobber 
sales force, countermen, and on 
to the attendant at the corner 
gas station, would put some real 
dynamite in SELLING, the in- 
crease in the next twelve months 
would be big enough to take our 
breath away ... And add con- 
siderably to the stature and suc- 
cess of the industry. 
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Advertising’s Effectiveness .......... 
Continued from page I// 


let me make a little observation 
that points up one of the un- 
fortunate situations we have to 
face in gaining credit for the job 
our Trade Ads do. 

Looking at the well known 5 
steps to a sale (1. Contact, 2. 
Create interest, 3. Establish 
brand preference, 4. Specific pro- 
posal, 5. Close the $ale) so widely 
accepted by ad and sales people 
everywhere, we get a clear men- 
tal image of why advertising 
misses out in getting its fair 
share of credit for producing 
business. 

I refrain from using the state- 
ment “Make Sales” because with 
industrial and trade products, ads 
don’t do the entire job. More im- 
portant, however, is the fact that 
‘neither does the average sales- 
man.’ In our present economy any 
salesman who does the whole sell- 
ing job is costing his company 
money, not making them profits. 

Getting back to the five steps 
to a sale, let’s see what signifi- 
cance sequence has on our prob- 
lem of proving advertising ‘earns 
its salt.’ 

In most all trade sales transac- 
tions, after the five steps are sur- 
mounted and an order results, 
who is it that struts gleefully to 
the boss with the all too familiar 
outburst, “How do you like this 
order I sold?” Did he sell it? Or 
did he pick up the order? Chances 
are 8 to 2 he didn’t sell the order 
any more than the supermarket 
cashier sold all the groceries your 
wife brought home the last time 
she marketed. 

Let’s assume for a moment the 
sales sequence could be inverted 
with salesmen performing the 
preliminary functions and ad- 
vertising the closing functions. 
Who then would have the glory 
and credit of producing sales? 

Doesn’t this call to mind the 
“sharp” enterpreneur who talked 
his innocent friend into invest- 
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ing 50/50 in a cow—and as evi- 
dence of his good faith staked out 
exactly what half each was to 
own and care for. I don’t have to 
tell you who got the front half 
and who milked the profits off the 
back end. We could enjoy this 
thought much more I’m sure 
were it not for the fact that it’s 
you and I who “feed the front 
half” of sales transactions. 

Although the situations just 
mentioned are in no way direct 
evidence of advertising perform- 
ance, making these circumstances 
known to management should at 
least awaken an understanding of 
why direct proof of trade adver- 
tising productivity is very seldom 
plainly evident. 

Trade Ads, like the line and 
blocking backs of a football team, 
while playing a most vital role, 
cannot score on their own and 
have nothing to show for their 
part in the game if credit is to 
be given only for the man who 
crosses the goal line. It requires 
careful observation and proper 
evaluation of each player’s ac- 
tions to rightfully say who was 
responsible for the score, Adver- 
tising deserves the same careful 
evaluation. 

(This is the first of a two-part 
series. Mr. Lange’s concluding 
comments will appear next 
month. ) 





Newsettes 
Continued from page VI 
Lifting Excise Tax 


Rep. Frank Ikard, D., Tex., a 
leading congressional tax expert, is 
pressing for a measure to lift the 
excise tax on rebuilt auto parts and 
accessories. The congressman has 
sponsored a bill (H.R. 9495) to ex- 
empt all rebuilt auto parts and ac- 
cessories when clearly sold as such. 
He would include specifically spark 
plugs, batteries, leaf springs, coils, 
tire chains, and timers. 


MEETINGS 


Feb. 17-22—10th Anniversary 
Show, "Autorama"; Conn. State 
Armory, Hartford, Conn. 

Mar. 10—-13—Pacific Automotive 


Show, City Auditorium, Denver, 
Colo. 


Mar. 1!2-13—Ohio Automotive 
Wholesalers Assn. convention, 
Southern Hotel, Columbus, Ohio. 


Mar. 24—27—Southwest Automo- 
tive Show, Automobile Bldg., State 
Fair Park, Dallas, Tex. 


Apr. 23—Automotive Whole- 
salers of Okla., annual convention, 
Skirvin Hotel, Oklahoma City, 
Okla. 


May !-3—Michigan Automotive 
Wholesalers Assn., annual conven- 
tion, Pantlind Hotel, Grand Rap- 
ids, Mich. 

May 8-13—ASIA management in- 
stitute, University of _ Illinois, 
Champaign. 

May 20-22—New Jersey Automo- 
tive Jobbers Assn., convention, 
Colony Motel, Atlantic City, N.J. 


May 22-27—ASIA sales manage- 
ment institute, Syracuse (N.Y.) 
University. 





“What?! You don’t carry 
Stanley Steamer parts?!” 

















Motor Age's 
WA HO’sS WHO 


T. A. Young, 
photo, will head 
the Commercial 
Solvents Corpora- 
tion’s nation-wide 
Peak and Nor- 
way _ anti-freeze 
sales. B. D. Dur- 
kin will head up Eastern Region 
sales, G. B. Dace will be in charge 
of Peak-Nor’way Central Region 
with headquarters in Chicago, K. 
E. Mansfield will operate Western 
Region sales from headquarters in 
Kansas City. 


E. R. Oakley has been appointed 
to the post of district manager for 
Kansas and Missouri and parts of 
Arkansas and Oklahoma for Perma- 
tex Company, Inc. 


James Price has been appointed 
Clayton 
Manufacturing Company. William 
A. Johnson was appointed assistant 
secretary of the company. 


secretary-treasurer of 


T. Kenneth Mc- 
Guire of Detroit 
has been named a 
vice president of 
The DeVilbiss 
Company. He is 
vice president 
and general man- 
ager of a_ subsidiary, DeVilbiss 
Metal Fabricators Company. 


C. E. Allder- 
dice, Jr. has been 
elected president 
of The Bell Com- 
pany, Inc. He 
joined the com- 
pany in 1941. 
Chiefly _respon- 
sible for the growth of the com- 
pany, he has initiated plans for 
further expansion. 


Harold F. Cook has been named 
sales planning manager at Tung- 
Sol Electric Inc. Robert E. Bilby 
was named advertising and sales 
promotion manager for the com- 
pany. 


James J. Scully, former field 
sales manager for Blackhawk Manu- 
facturing Co., Eastern district, has 
announced that he is now a manu- 
facturer’s agent covering New Eng- 
land states and Upper New York 
state. He is a member of the Auto- 
motive Booster Club and his edu- 
cation included sales management, 
accounting and business adminis- 
tration. 


Herbert R. Lilley, left, manager 
of the Detroit office of Packard 
Electric Division, General Motors 
Corporation has been named sales 
manager, Cable Products and has 
transferred to the Division’s home 
office. Robert H. Sims, sales engi- 
neer has been promoted to manager 
of the Detroit office succeeding 
Lilley. 


J. Marvin Larkin has been named 
director of advertising and public 
relations and John M. Shelnutt was 
appointed sales manager for the oil 
field division of Micro-Lube of Dal- 
las, Tex. 


William Hyland has been named 
Western sales manager for Van 
Norman Machine Co., a division of 
Van Norman Industries, Inc. 


John W. Blackport has been 
named tool field sales manager of 
the Herbrand division, The Bing- 
ham-Herbrand Corporation. He will 
headquarter at Fremont, Ohio. 


Glen H. Treslar has been ap- 
pointed to the newly-created posi- 
tion of general sales manager of the 
Industrial-Automotive Division of 
The Black & Decker Mfg. Co. 


Russell W. Bischof has been 
named northern district sales man- 
ager for Carter Carburetor division 
of ACF Industries, Incorporated. 
He will headquarter in Cleveland, 
Ohio. 


Harold N. Fel- 
ton, photo, has 
been promoted 
from _ vice-presi- 
dent, sales to vice 
president, mar- 
keting and a di- 
rector of the 
Wagner Electric Corporation. Carl 
E. Widell has been moved from di- 
rector of market expansion to as- 
sistant vice president, marketing. 
Ralph W. Boeringer has been 
moved from industrial relations di- 
rector to vice president, industrial 
relations. 


R. D. (Bob) 
Hester has been 
appointed = gen- 
eral sales man- 
ager of the auto- 
motive division of 
Ammco Tools, 
Inc. He will be 
working with and under the direct 
supervision of Marty Bazner, Sr., 
vice president, director of sales. 


K. H. Zins- 
master has been 
promoted from 
general manager 
to vice president 
and general man- 
ager of Aro 
Equipment of 
Canada Limited. His promotion be- 
came effective following a recent 
meeting of the board of directors. 
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MOTOR AGE jeaté hak obese 


Compacts Up Production 
Oil Change Intervals 
Will Car Prices Go Up? 


New Cooling System Fluid 
Corvair Wagon Planned 


Automatic Car Pilot 





In the days ahead ....HERE’S WHAT TO LOOK FOR!!! 
(Items gathered and edited by Ed Janicki, Bill Montgomery and Neil Regeimbal) 


NADA Elects New Officers For 1960 


BIRKETT L. WILLIAMS, Cleveland, Ohio, was elected president of the 
National Automobile Dealers Association at its 43rd Annual Convention and 
Exhibition held in Washington, D.C.... Other officers elected for 1960 
were: Walter B. Cooper, Fort Collins, Colo., lst vice president; William 
R: Bryden, Beloit, Wisc., secretary and J. W. Pickens, Orangeburg, S.C., 
treasurer. 


Ford Experimenting With Tiny Car 


FIRST REAL COMPETITION FOR VOLKSWAGEN may come from Ford.... Company 
currently is experimenting with a tiny car that has measurements in the 
neighborhood of 96-inch wheelbase VW.... Car would be powered by a V-4 
aluminum engine.... Sell for around $1500.... Present guesses, however, 
are that it will not be ready before 1962. 


Compacts Off To Fast Start 


EARLIER FORECASTS THAT BIG THREE would sell be-— 
tween 750,000 and 1 million compact cars this year 
now appear conservative.... Ford alone has more than 
doubled its original production schedules for Falcon 
to upwards of 600,000 units this year.... Chevrolet 
and Chrysler also are increasing schedules for the 
Corvair and Valiant. 

During this first quarter some 300,000 compacts 
are slated to roll off Big Three assembly plants.... Another 180,000 are 
expected to be built by American Motors and Studebaker—Packard.... Pro-— 
jected total for U.S. small cars for the quarter: 480,000 units, or 
nearly 20 per cent of industry's total production of all cars.... So small 
car starts year off in a big way. 


Auto Industry Production Lively 


AUTO INDUSTRY STARTED YEAR out at a lively pace.... Output during 
first two weeks was up from comparable period last year—340,420 units 
against 299,432 in 1959. 

There were, however, a few slow starters.... Namely, DeSoto, Lincoln, 
Olds, Buick, Cadillac and S—P, which turned out fewer units than the 
starting days of 1959.... Hottest of 'em all was Dodge, which built twice 
as many cars as it did at the start of 1959. 
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Time Study On New Car Servicing 


HOW MUCH TIME DOES DEALER SPEND on servicing new car he sells? One 
car division estimates about five hours.... Not including warranty work. 

Biggest item, of course, is make-ready.... This takes, on average, 
about two hours.... Includes such operations as installing mats, check— 
ing conditions of all functional items (lights, radio, etc.), adjust— 
ing and timing engine, road test, and final visual check. Another two 
hours is required for 1000-mile inspection.... Then there's about one 
hour of internal labor required in free service (adjusting minor cus-— 
tomer complaints, such as squeaks, rattles and like). 


Oil Change Recommendations 


CAR COMPANIES DOING AN ABOUT-—FACE in their recommendations on oil 
change intervals.... Chrysler started trends.... It now says crankcase 
oil should be changed every 2000 miles.... That's a switch from last 
year, when it sanctioned 5000 mile drain periods. 

In last couple of years, car companies have tended to lengthen oil 
change intervals.... Most General Motors and Ford makes still recommend 
4000 miles, but they're now emphasizing time interval more than mileage 
interval.... Oil companies say about 2000 miles is right; or every 30 
days in winter; every 60 days in summer. 


Will Car Prices Go Up? 


PRICE HIKE ON CARS CAN BE EXPECTED if steel 
prices go up.... That's the word from Jim Wright, gen-— 
eral manager of Ford Division.... He says his divi- 
sion cannot absorb any further price increases on 
raw materials. 
Steel makers, so far, have indicated they would 
hold price line.... How long is another question.... 
Some guess at least through November election.... 
Which means prices on 1960 models could remain intact.... 1961 models, 
most likely, will carry higher tags 
Wage increase package granted steelworkers will, eventually, reflect 
in higher steel prices.... It's been trend in the past. 


Fully Unitized Chrysler Body in ‘63 


AN EXAMPLE OF VAST CHANGES THAT HAVE to be made in an assembly plant 
when an auto maker restyles a car can be found at Plymouth assembly plant 
in Detroit.... Switching to unitized body construction meant revamping 
entire plant from stem to stern. 

The multi-million dollar expansion included addition of 57,000 square 
feet of space.... Installation of a new rust-proofing operation.... A new 
"gate-line" for framing the bodies and nearly doubling length of final 
assembly line. 

Three years hence the plant again will be altered.... Reason: Chrys— 
ler goes to a fully—unitized body.... It'll require new plant equip— 
ment.... As you know, the 1960 Chrysler body construction involves two 
pieces—— with welded body-—frame construction forward of the cowl inter- 
locked with body—frame unit back of the cowl.... In 1963 it'll be one 
single welded unit. 
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Small Dodge May Appear In Late Fall 


M. C. PATTERSON, GENERAL MANAGER OF DODGE DIVISION, denies reports 
that a smaller Dodge will be introduced before early summer.... He admits, 
however, that such a car is being planned for the Dodge lineup.... The 
tentative name, Warrior was changed to the Lancer.... Car probably will 
appear late Fall. 

So far, Dodge has not lost any ground to new compacts.... Sales in two 
months following introduction were up more than 78 per cent.... Most of 
gains, however, can be attributed to Dart, which is accounting for 75 per 
cent of division's total sales.... There's some talk that larger Dodge 
series will be discontinued next year. 


Another Horsepower Race? 


JUST AS SURE AS NIGHT FOLLOWS DAY, horsepower race will be back.... 
That conclusion comes from an engineer at one of the Big Three com— 
panies.... He says larger displacement engines for the compact cars are 
now in the works 

Chevrolet just last month announced an optional higher horsepower 
engine for the Corvair.... The engine, rated at 95—horsepower, tops 
Falcon's 90—hp job. Valiant, at 10l-—hp, still tops Big Three compacts. 

"It's just a matter of time when these small turkeys will be in the 
horsepower race," he assures.... "The American motorist just isn't satis— 
fied going backwards from a 300—plus horsepower car to an 80—hp midget." 


Year'round Cooling System Fluid 


NEW COOLING SYSTEM FLUID goes on market in 
April.... Developed by Dow Chemical Co., coolant is 
said to protect engines in temperatures ranging from 
below 40 degrees to above 240 degrees.... Called 
"Dowgard," it is claimed to be "first year—'round 
cooling system fluid in the world".... Specially 
treated water in coolant eliminates chore of drain— 
ing old anti-freeze, company says. 


Use Of Colors Helps Traffic Flow 


HIGHWAY ENGINEERS COULD HELP TRAFFIC FLOW and do wonders for motorists 
tempers by using a little color to simplify getting on and off new super-— 
highway cloverleaves.... Two Minnesota traffic authorities tested sys— 
tem.... They painted exits yellow and entrances blue.... Found motorists, 
having less trouble, traffic moving smoother. 


"Transaxle" Unit Discussed 


MOST PROBLEMS HAVE BEEN SOLVED in attempts to integrate the trans— 
mission with rear axle into a single "transaxle" unit.... But there are 
others to be worked out before optimum results can be achieved.... One of 
the toughest is finding suitable all-purpose lubricant for both hypoid 
gears in the axle and clutch plates in the transmission. 

How about Corvair, which uses a transaxle? General Motors' engineers 
say separate transmission and gear fluids are required in Corvairs 
equipped with automatics.... Simple blends of the two just don't produce 
compatible operation of both transaxle elements, they point out. 
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Prices On Chrysler 300-F 


SUGGESTED LIST PRICES ON SPORTY CHRYSLER 300-F, announced last month, 
range from $5411 for two-door hardtop to $5841 for the convertible.... 
Prices include excise tax and delivery charges.... Although 1960 model is 
priced about $100 above last year's model, it includes certain equipment 
which in past was extra-cost, including power windows. 

300-F comes in two versions.... One has a standard 375-horsepower 
engine with ram induction.... The other a 400-horsepower engine with a 
French Pont—a—Mousson four-speed manual transmission. 


Shorter Lincoln Continental Planned 


YOU CAN EXPECT A SHORTER LINCOLN Continental.... Authoritative 
sources say there's a completely fresh Continental in the works.... 
Overall length will be chopped to 211 inches from present 227.... More 
than a foot shorter than present job! This leads to speculation that 
‘61 Continental will be built on an extended Thunderbird chassis. 


No Increase In Gas Tax 


FEDERAL TAXES ON GASOLINE won't rise in 1960.... Opposition to a tax 
rise is strong among both Democrats and Republicans.... President Eisenhower 
has asked Congress to increase tax by one-half cent per gallon on gasoline 
and to leave in effect until June 30, 1964. 

In addition, he wants a boost in the tax on aviation gasoline (from 2 to 
4+ cents) and new tax on jet fuels (not now taxed) of 4} cents per gallon.. 
"It's just foolish to talk about such increases in an election year," con-— 
gressional leaders declare. 


Maintenance And Repair Cost Of Government Vehicles 


GOVERNMENT PAYS AN AVERAGE of 3 cents a mile for maintenance and re— 
pair on its 250,000 cars, trucks, and busses ($60 million a year).... 
Maintenance on autos is 1} cents; 1$ for station wagons, 7 cents for 
buses, and from 3 to 9 cents for trucks.... Average gas mileage for 
government vehicle is 9.6, with autos at 14.7 the highest.... Mileage 
averaged 9,300 for the fleet, with station wagons the highest at 13,800. 


Corvair Station Wagon Planned 


FALCON STATION WAGON JOINED SMALL CAR parade 
last month..... Later, Chevrolet will be out with a 
Corvair wagon.... How soon depends on one deci- 
sion.... That is whether to locate engine in rear or 
front.... It's a problem Chevrolet has been wres— 
tling with for months.... Latest word is that engine 
will end up in front. 


Development of The Automatic Pilot 


RESEARCHERS TRYING TO DEVELOP a practical automatic pilot for cars 
have overcome another obstacle.... They've developed a system for re-— 
moving sway and jerk when a car approaches a curve or a stop.... Ohio 
State University researchers, through an electronic warning device 
called "logic circuitory," have eliminated this. 
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Sedan wheelbase (above) is 114 
in. Station wagons are 109.5 in. 


Lincoin-Mercury division 
introduces compact COMET 


Unitized bodies feature 
bolted-on front fenders Compression ratio is 8.7 to | on 


6 cyl. overhead valve engine. 


By Joseph Geschelin, Engineering Editor 


bit larger than the new crop of small 

A cars or compacts, the Comet line has 
been introduced by the Lincoln- 
Mercury Division to fill the need for move 
luxurious low-priced transportation. It in- 
cludes a two-door and a four-door sedan on 
114 inch wheelbase. Also included are a two- 
door and four-door station wagon on 109.5 
inch wheelbase. Each body type is available 
Continued on page 100 
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BUCK$ 
FROM TRUCKS — 


Investigation of service 


potential of trucks serving your area 


is well worth the effort... .... By Frank P. Tighe, Editor 


EQUIPMENT CHECK LIST FOR HEAVY-DUTY TRUCKS* 


Differential and transmission hy- Wheel dolly for removing wheels 
draulic jack Wheel step plate set 

Heavy-duty brake drum lathe Front wheel alignment equipment 

Brake shoe grinder and reliner Heavy-duty impact wrench 

Universal engine stand (with adap- Heavy-duty hydraulic press 


tors) 


Heavy-duty floor crane * (This list assumes that regular equip- 
Heavy-duty rolling floor jacks ment for light trucks is already on hand.) 


on the road today. Of that total, only 2 

million are operated by companies 
which have their own maintenance shops. 
Many of these two million shops have large 
staffs of mechanics. They keep these vehicles 
in top-running order around the clock. One 
truck tied up for any kind of service work 


Toone are more than 11 million trucks 


means a direct loss in hauling revenues. 

How about the other 9 million trucks? Who 
does the servicing? They are being repaired 
by car dealers, independent repair shops, 
specialty shops and service stations. Obvi- 
ously, because of the simple fact that he has 
a service shop, practically every car dealer is 
equipped to do a certain amount of service 
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Examples of truck service in Al 
Long, Inc., truck firm. At right: 
engine out of heavy-duty truck; be- 
low, preventive maintenance on 
pick-up model. 


work on trucks. However, many naturally 
are limited, and confine this operation per- 
haps to only light trucks, not bothering with 
the heavier stuff. 

In addition to the car and truck dealer, 
there are roughly 164,000 general repair 
shops, specialty shops and service stations 
which could have service contracts with large 
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truck companies and single-truck operators. 
Are you one of them? If not, now is the time 
to look into, or expand this highly profitable 
service operation. 

Because many lighter trucks have parts and 
components which are interchangeable with 
passenger cars, there is no need for invest- 
ment in additional special tools. Servicing of 
heavier trucks (those of 16,000 pound Gross 
Vehicle Weight and up), however, requires 
some special equipment. If you have the shop 
space the possibilities of going into heavier 
vehicle repairs should not be overlooked. 


How One Shop Benefits 


Al Long, Inc., Detroit, Mich., Ford dealer, 
is a good example of how a shop can benefit 
from the growing number of trucks which re- 
quire servicing. With a minimum investment 
for special tools, Long ventured into the truck 
service field some five years ago when he re- 
located his operations to larger quarters on 
the city’s northeast side. 

Continued on page 106 





This photo shows the low 
contour of GMC's Twin-Six. 
Two carburetors, synchro- 
nized so throttle openings 
match, are mounted on 
separate manifolds. 


Technical details of new 
GMC TRUCK ENGINES 


shows its compactness and built-in 
sturdiness. 


gine has been introduced by GMC. The 

engine comes in both 6 and 12 cylinder 
models. These engines have been designed for 
commercial service. Attention has been given 
to maximum parts inter-changeability by the 
GMC Truck and Coach Div. of General 
Motors. 

In other words, over 70 parts are common 
to all six cylinder engines; over 50 parts com- 
mon to all twin-six units. This should tend to 
decrease the amount of capital needed for 
stocking the engine parts. 

The V-6 design comes in models 305, 351, 
401 cu. in, displacement, and the V-12 702 
cu. in. The stroke for all engines is 3.58 inches. 
The 305 has a bore of 4.25 inches. The 351 is 
4.56 inches, and the 410, 4.8 inches. The V-12 

Continued on page 103 
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This view of the 305 cubic inch V-6 . N all new 60 degree V-design truck en- 
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Such features as easy accessibilit 
to spark plugs and tappets, w 
vance combustion chamber design, 
and four-ring pistons with inserts 
in the upper groove are shown in 
this engine cross section (left). 


This view (above) of a cylinder 
block shows the large cylinder 
bores and the offset arrangement 
of the engine banks. All of the 
engines are of an “over-square” 


Oversquare design makes 
bore greater than stroke 


By J. K. Montgomery, Technical Editor 


The bores of all V-6's and Twin- 
Sixes are completely surrounded 
by coolant for the full height, as- 
suring maximum heat dissipation. 


Deep rigid construction gives each 
cylinder block great strength and 
durability. All cylinder blocks 
are fine-grain _ nickel-chromium 
alloy iron cast in a 60 degree V 
with deep drop skirts for added 
reinforcement. 


Chilton's MOTOR AGE @ February 1960 








Front view of Hough Chevrolet. Service department building is in rear. 


A “ Motor Age’s Shop of the Month 


“Open esir”’ Service Dept. 
big hit with customers 


OUGH Chevrolet Company, Ft. Myers, 

Hh: taken advantage of the regular 

c : ; balmy weather in its area. The dealer- 

k lorida dealership makes ship has found it advantageous to conduct 

service operations on a semi-open basis. 

good use of favorable Service customers seem to go for it in a big 
c es way. 

climate to use service The service department is located in the 

io ae , * rear of the office and showroom. As a cus- 

building with open side tomer drives in he is directed to park under 

a canopy. After his order is written up the 

car is dispatched to the proper place on the 
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Above: Customer cars drive in under 
canopy to discuss type of service work 
needed on car. 


At right: Service department work 


area scene. Building's right side is 
completely open. 


service lot. The big lot has a shed type build- 
ing around two sides. This permits a car to 
be driven into the proper bay and then backed 
out without blocking of cars. 

This semi-open service building has con- 
tinuous windows on one side; is entirely open 
on the side next to the parking lot. While 
there is plenty of daylight available under 
this setup, lights are provided over work 
benches. This is helpful on cloudy days. 

One side of the lot has bays for motor 
tune-ups and repairs, including one bay in 
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the rear for front-end alignment. On the other 
side of the lot are the bays for washing, paint- 
ing and undercoating. The body shop is lo- 
cated in the older building nearby (which the 
dealership proper vacated to move into its 
new establishment). 

The lubrication racks are located in the 
center of the service lot toward the front. 
These are given the “up front” location. 
This is done not only for ease of accessibility 
but because “a lot of selling can be done from 

Continued on page 100 





Various components for installation of an air conditioner. 


How to INSTALL 
an AIR CONDITIONER 


: > ERE are many excellent air condi- 
Normal installation takes : - 


ioning units available for installation 

on the market today. The installation 

but several hours and is generally very simple. The job can be done 
in a matter of a few hours. Before starting to 


is well worth the effort install any unit, study all the components 


carefully. 


By J. K. Montgomery, Technical Editor 


At right: View from front left fender of a 
1960 Ford where air conditioner unit has 
been completely installed. 
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Follow the manufacturer’s instructions. 
Generally the pattern to follow will be this: 

Install evaporator assembly controls and 
electrical wiring inside of the car. Install 
compressor assembly and related engine 
parts, install condensor, and liquid receiver 
assemblies ahead of car radiator. Install extra 
cooling radiator band, if supplied. Install re- 
frigeration hoses to connect the major com- 
ponents. 

Test system for refrigeration leaks, evacu- 
ate and charge system with refrigerant. 

Before starting the installation always dis- 
connect the battery. Remove seats, hood and 
radiator, as required for ease of installation. 
Use care in handling all the above listed parts 
which must be removed. 


Installing the Evaporator 


To install the evaporator, if it is the trunk 
type, prepare package tray and trunk floor as 
per template instructions; fasten four grille 
assemblies to package tray. Replace card 
board seat-back liner, previously removed. 
Cut doors as required for access to evaporator 
drain fittings. 

If it is the dash type evaporator, this unit 
is designed to be suspended either by 
brackets, from the under side of the instru- 
ment panel or supported by brackets mounted 
on the floor. 

On installing some compressors it will be 
necessary to fasten it to the compressor 
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bracket. Then mount the entire assembly, 
and place on the engine. Also, on some models 
it will be necessary to make some changes to 
provide clearance for the compressor installa- 
tion. For example, relocating the generator, 
or fuel line, installing new oil filler pipe or 
new radiator hose. 

In most cases, braces will be required to 
either brace the compressor bracket or the 
compressor itself. The idler bracket assembly 
may either be part of the compressor bracket, 
or furnished as a loose part to install on the 
engine, opposite the compressor bracket. The 
crankshaft pulley adapter furnished must be 
carefully installed. Remove the discard ex- 
isting pulleys, as required, making sure pilot 
and mounting surfaces are clean for in- 

Continued on page 99 


Evaporator in photo is mounted on brackets fas- 
tened to the underside of instrument panel. (This 
photo and photos on opposite page courtesy Novi 
Sales & Service Co.) 


Left: Electronic emission leak 
detector being used to de- 
tect possible Freon leakage 
on a General Motors car 
air conditioner installation. 
Photo courtesy General 
lectric Co.) 








Tearing down and 
rebuilding car or 
truck engines is 
covered in course. 


Automotive engineering 
at WEST POINT 


Senior class cadets at the United States Military 


Academy study both automotive theory and practice 


tary Academy at West Point, under 
present curriculum requirements, com- 
pletes a course in automotive engineering. 
He takes this course during one term of his 
senior (First Class) year. 
Basically, cadets study the automotive 
chassis in three parts: the power plant, the 
power train and the running gear. Within the 


Kies cadet at the United States Mili- 


By William H. Wolfe, Managing Editor 


power plant, consideration is given to the en- 
gine proper. Thermodynamic cycles, perform- 
ance factors, fuel systems, ignition, starting 
and generating requirements are studied. Nor 
is lubrication or engine cooling neglected. 
Within the power train, work is done with 
friction and fluid couplings, gear and fluid 
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torque converters, automatic transmissions, 
drive line components and the final drive. In 
the running gear study, suspension, braking 
and steering are considered. 

The automotive course—administered by 
the Department of Ordnance at West Point— 
consists of 26 classroom sessions and nine 
laboratory periods. Lab periods run about two 
hours each; class sessions 80 minutes. 


Lab Sessions Interesting 


To the automotive serviceman, the labo- 
ratory sessions at the United States Military 
Academy would be of special interest. Power- 
absorption equipment available includes seven 


Test equipment is 
used for data for 


laboratory experi- 
ments. In back- 
ground in lab coat is 
Major Robert W. 
Samuel, Assistant 
Professor of the 
Ordnance Dept. 
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engine and one chassis dynamometers. Two 
passenger car chassis are available for test- 
braking and steering tests. 

The engine laboratory is extensive. It con- 
tains about 50 engines. The cadets, working 
in groups of four or five, are required to dis- 
assemble an engine and relate each part to 
theories covered in the classroom. Each cadet 
group is further required to reassemble the 
engine and to solve “trouble-shooting” situa- 
tions set up by an instructor. 

Enthusiasm runs high in the automotive 
course. Interested cadets are encouraged to 
undertake research projects. Or a cadet may 

Continued on page 76 


Classroom sessions 
call for detailed 
study of automotive 
components. At left 
cadets see instructor 
oint out theory be- 
ind differential. 








Tire Check Leads To Sales—Tire sales and 
offering emergency highway service are sources 
which can be tapped for profits. If customer pulls 
in for gas or to have chains installed, check his tires 
for wear. If worn, sell him on need for replacing 
tires and your alignment services. 





Sponser Free Safety Checks—Render your com- 
munity a valuable public service by offering a 
free safety check. Safety checks should include 
tires, headlights, signal lights, front-end alignment, 
muffler, tailpipes and other safety items. 


Merchandising IDEAS 
for Successful Selling 


Want to increase your 
sales and services? 

Try some of these 

sales and promotion tips 


By William M. Montgomery, News Editor 


HAT is the key to success in building 

W up service and sales profits? A com- 

bination of friendliness and unusual 

sales promotions will really pay off in big 

profit dividends. There’s nothing like a cheer- 

ful smile and greeting—followed up by qual- 
ity service work. 

Remember, when a customer pulls into 
your place it is the first minute that counts! 
By being friendly and courteous you set the 
stage for his favorable acceptance of you and 
your establishment’s sales and services. 

Put some spark into your sales efforts by 
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Slow Acting Choke 
Wastes 309 Gasoline 





Advertise Tune-Ups—Signs in various places 
thru-out your shop can be used to promote regular 
tune-ups. For example, signs pointing out the econ- 
omies of an engine tuneup can read: "Slow Acting 
Choke Wastes 30°, Gasoline,” or “You'll Waste 
One Gallon in 10 With Bad Plugs.” 


coming up with a unique sales promotion 
idea. A carefully planned, professional pro- 
motion is a great stimulus. It makes an almost 
perfect way to attract new customers. Mer- 
chandise is moved off the shelves. Cash sales 
are rung up in the cash register. 


Competition Much Sharper 


Competition in the automotive service 
trade is sharper than ever before. Sales pro- 
motions will attract a greater share of the 
market. It’s not necessary to put on a three- 
ring circus to attract attention. Just come up 
with a darn good merchandising idea every so 
often. It keeps profits climbing. 

Continued on page 89 





If you have a merchandising idea or a sales 
promotion that has proved successful send it 
in to Motor Age. $7.50 will be paid for each 
merchandising idea or promotion accepted 
and used. 
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Uncovering Muffler Sales—Here's one way to 
increase your muffler sales while doing a tune-up. 
Take a look under the car and check for restricted 
exhaust by connecting a vacuum gage to the intake 
manifold. Run the engine at a steady 2000 rpm for 
two minutes. If exhaust is restricted, vacuum will 
begin to drop. If heat riser isn't frozen you will 
probably sell a new muffler along with the tune-up. 


Look For Under-Hood Sales—When you're 
checking oil level, water and battery you have a 
golden opportunity to sell additional items. If bat- 
tery looks old, is cracked or leaks, sell a new bat- 
tery. Other sales potentials are: battery cables, 
air filters, hose and fan belts. Under the hood can 
be a treasure chest of profits. Don't be afraid to 
ask for the sale. 


as’ | | 





Part two of this three-part series --& 
delves into knowledge of electron se 
theory—vitally important in 
automotive electrical maintenance 


By Terence J. McCabe, Service Editor 


UNLIKE CHARGES ATTRACT 
_—> + pee <_ 


N 
FREE ELECTRONS 

















NEGATIVE IONS POSITIVE IONS 


JUNCTION 
DIODE 


Electron and positive hole condi- 
tions that result when "'P" and "N" 
type material are joined together. 


The TRANSISTOR’S role 
im car electrical systems 


Editorial note: Originally planned as a two- 
part series, these articles on the transistor’s 
role in the automotive electrical system have 
been expanded to a three-part series. This 
permits even fuller discussion of this perti- 
nent topic. 


N last month’s MOTOR AGE we saw how 
| the various parts of the atom can be 

changed to control the resistance or elec- 
trical conductivity of a material. The transis- 
tors used in the control of the generator out- 
put are made up of three small sections of 
material. (We examined this material also in 
last month’s article.) 

By assemblying this material as a laminate 
of the P. N. P. (Positive-Negative-Positive) 
or N. P. N. (Negative-Positive-Negative) 
type of material, the transistor is formed. 


For ease of illustration we will discuss the 
simple form of a transistor—called the diode. 
It must be remembered that in electricity 
“unlike charges attract and like charges re- 
pel’. This means that negative and positive 
charges have an attraction—one for the 
other. Referring to the illustration of the di- 
ode (top of this page), it would seem as 
though the negative electrons and positive 
holes would be attracted towards each other, 
causing the electrons to drift across the junc- 
tion and filling the positive holes. This would 
make the unit electrically neutral. In effect 
this action does occur. But only in an ex- 
tremely limited amount. Almost all of the free 
electrons do remain in the “N” material, but 
rest against the junction barrier next to the 

“Pp” material. 
Continued on page 74 
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Notice that the positive holes 


HOLE MOVEMENT — > : in the "P" material are re- 
pelled by positive battery 





wie Se voltage, and are attracted 
8 leet : by a negative battery volt- 
—|Or ow age potential. Current flow 
—O is from positive to negative, 
N while electron flow is from 


=O 
P 86 O- negative to positive. 




















<—ELECTRON MOVEMENT 











| Below: Reversing battery 
connections, electrons and 
8 ELECTRON FLOW holes are attracted away 
> ) from the junction area bar- 

rier. 
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TRANSISTOR 





Above: Addition of a second 1 
section of "P" material to 4} 

the diode forms a complete cas + 
transistor assembly. NO CURRENT FLOW 























BASE 
Right: Generator fields are EMITTER [J] COLLECTOR 
connected in series with the i 
transistor, voltage control P N P 
contacts connected to the GENERATOR iit 
base circuit controlling emit- _ oe 1+ 
ter-base current. 




















BATTERY VOLTAGE 
_ REGULATOR 
CONTACT POINTS 











N p ; 
P P N N GROUND 
EMITTER COLLECTOR EMITTER COLLECTOR 


Left: Diagramatic symbols 
used to show transistors in a 
automotive electrical system 


BASE BASE wiring chart. 

















PNP AND NPN SCHEMATIC TRANSISTOR SYMBOLS 
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Baraky's service station is kept neat and clean inside and out. Note unobstructed entrances and exits. 


Building high VOLUME 
in TBA f* Repairs SALES 


station, and quality repair work will 
always bring in new customers and 
hold old ones. That is the type of station 
owned by James Baraky. Baraky’s Cities 
Service Station has been in operation for six 
years at a busy intersection in Pittsburgh, 
Pennsylvania. 
He took over the station when it was built. 
Behind him was twelve years experience as a 


This is the success story ( good location, a well-equipped service 


of a service station that 
grew on “extra services” 
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mechanic. Baraky employs three men. One of 
them, like himself, is a full-time mechanic 
who works the day shift. The other two men 
handle primarily the routine service station 
operations. 

Baraky handles a complete line of service 
station products. He stresses TBA sales and 
joins with it repair work sales—an unbeat- 
able team! 

He maintains a Pennsylvania State Inspec- 
tion Station also, Over 400 cars are inspected 
each inspection period. The station has two 
bays and handles anywhere between ten to 
twenty cars per day for service work. All jobs 
are scheduled in advance. The appointment 
book is generally booked solid for a week in 
advance. 

The owner of this thriving service station 
is a firm believer in giving his customers one- 
stop service by taking care of all their auto- 
motive needs. He believes that offering serv- 
ice work has had a great influence in increas- 
ing profits. Service repair work has also in- 
creased his gasoline sales tremendously. This Tire repair work brings in many extra sales. Tires 
is evidenced by the fact that the gallonage has are displayed outside in a massive display cabinet. 

Continued on page 102 


The service station has the latest in shop equip- 
ment. It offers front-end, brake work and tune-ups. 
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Roundup of automotive 
SOLDERING techniques 


Unless the surfaces to be soldered are clean, 
the final joining of metals is likely to fail 


day the body shop’s door to quicker 
profits and flawless craftsmanship. The 
bodyman that fully understands this techni- 
cal art is of great value to those who avail 
themselves of his skill and service. 
What is soldering? It is the joining to- 


Tis time-proven art of soldering is to- 


After welding, a rough irregular surface is produced. 


Some shops use a non-ferrous metal as filler. 


gether of two materials which are merged by 
means of heat, flux and a non-ferrous filler 
metal. The first step in any soldering opera- 
tion is to have the surfaces clean, bright and 
free from any contaminants. They must also 
mate as closely as possible ; be relieved of any 
undue strain and distortion. 


Disc sanding reduces the degree of roughness after 
which “tinning" of surface with solder can be done. 
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Variations in metal contour are built-up by appli- 
cation of additional amounts of solder. 


The flux is applied to aid in final removal 
of surface contaminants. It protects the sur- 
face from oxidation. Unless the surfaces are 
thoroughly clean the final joining of the 
metals will fail. In a body shop operation, 
solder is used generally as a means of main- 
taining body contour, blending welded joints 
into a smooth panel of metal. 

Soldering as it is normally thought of, is 
not a frequently-performed body shop opera- 
tion. The stress and strain of the body struc- 
ture does not lend itself to effective joining of 
metal panels by soldering. Practically all 
metal joining in the automotive field is ac- 
complished by welding. Sometimes attaching 
is done by rivet or metal screws. 

Soldering, then, is primarily used as a non- 
ferrous filler to form smooth or contoured 
metal surfaces. 


Coat the Surface 


After cleaning the metal surface to be 
soldered, it should be coated (tinned or 
wetted) with 30 per cent tin solder. Do this 
by warming the metal surface with a torch. 

Continued on page 96 


Surface is leveled and contoured by use of a special 
file. Then sanded in preparation for the prime coat. 


Steel wool and a torch then aid the flow-out of the Additional solder is applied to the wetted surface 
flux and the solder filler. and worked into the joint with a wooden paddle. 
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Also hood release locations and data on dipsticks 


from year to year on many cars. More 

and more they are becoming less ob- 
vious. Sometimes when a new model hits the 
street you really have to hunt to locate the 
gas filler. Here is a rundown of popular 
models with unusual locations. The chart else- 
where on page lists additional popular models 
and their gas filler locations. 

On some cars the gas fillers formerly were 
located on the left rear fender. Now the tend- 
ency is to locate them in the rear bumper, 
under the rear license plate, or just above the 
center of the rear bumper in the grille. This 


[trom yes of gas tank fillers change 


Falcon's gas filler located above center of bumper. 


is confusing if you are not prepared for the 
location switch. Station wagons, in many 
cases locate the gas filler in different loca- 
tions than the sedans and hardtops. Confus- 
ing isn’t it? Here are some facts to clear up 
questions you might have. 

Corvette, Rambler and the new Chrysler 
compact, the Valiant locate their gas fillers on 
the left rear fender. The Studebaker Lark 
located its gas filler at the rear on the right. 
Chevrolet Corvair, with it’s rear engine, 
locates the gas filler on the left front fender. 
All other cars locate the gas fillers in the rear, 

Continued on page 90 


Pontiac locates gas filler below T of name. 
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By William M. Montgomery, News Editor 





Locating Car Fuel Tank Fillers 
Rear bumper or Plymouth 
grille—center Pontiac 
Buick 
Cadillac Left, rear fender 
Chevrolet Corvette 
Chrysler Rambler 
Continental Valiant 
DeSoto 
a Rear, right 
Imperial Lark 
Lincoln 
Mercury Left, front fender 


Oldsmobile Corvair 











Buick locates gas filler beneath rear license plate. 


Ford Galaxie's gas filler is in grille above bumper. DeSoto has gas filler located under license plate. 


rrp CENON 
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Studebaker's "new idea" truck for 1960 is this Champ by Studebaker 
which made its first public appearance at the Chicago Automobile 
Show, January 16 to 24. A rugged truck with a lower silhouette, the 
Champ by Studebaker features passenger car type instrument panel 
and a wrap-around windshield for better visibility. 


Highway wr | 
Concept Teste 


Colored roads, long a sub- 
ject of testing and specula- 
tion throughout the world, 
emerged as a practical possi- 
bility January 13 at a meeting 
of the Highway Research 
Board in Washington. 

Color-coated, reflective road 
surfaces which perform a 
guidance function around the 


William G. (Bill) Power, 63, the 
auto industry's "Billy Sunday of 
Salesmanship" died of pneumonia 
three weeks after a heart condi- 
tion forced his retirement as na- 
tional advertising director of 
General Motors’ Chevrolet Divi- 
sion. In his 32 years with Chevro- 
let, Mr. Power preached salesman- 
ship with tremendous fervor. 


clock were found to facilitate 
traffic flow. How? By increas- 
ing drivers’ discernment of in- 
terchange ramps in a test con- 
ducted by the Minnesota High- 
way Department and the Min- 
nesota Mining and Manufac- 
turing Co. 

The results of this test were 
reported to the Night Visi- 
bility Committee in two sepa- 
rate papers. A retro-reflective 
treatment of a typical inter- 
change was used. It included a 
unified color-coded system. 
For example, turnoffs and exit 
ramps are marked with blue; 
so are reflective signs, delinea- 
tors and reflective coating of 
the pavement. 

On-ramps and points of 
merging traffic are defined by 
the standard color for caution 
—yellow delineators and yel- 
low reflective treatment. 
Through-lane delineation is 
white. 

These new markings “bor- 
row” night time illumination 
from the headlights of ap- 
proaching cars. They are de- 
signed as an economical sup- 
plement to existing traffic 
guidance devices. 


NEWSCENE 


World's Smallest 
Turbo-Jet Engine 


The development of the 
world’s smallest turbo-jet en- 
gine—weighing 23 pounds 
and producing 70 pounds of 
thrust was announced recently 
by the Williams Research Cor- 
poration, Michigan. 

Sam _ Williams, 





company 


president, said that it could 
bring jet power to the light 
airplane industry. He said the 


t 


engine (see photo) approaches 
the thrust per pound rating of 
the huge jet engines powering 
commercial transports and 
military aircraft. 

The small turbo-jet may also 
answer the helicopter design- 
er’s dream of many years— 
an efficient engine, small 
enough to be mounted on the 
tips of the rotor blade. 


Hernandez Named 
To Autolite Post 

Fran Hernandez, twenty- 
year veteran of driving, build- 
ing and equipping race cars, 
has been named by Vice Presi- 
dent and Director of Sales, 
Edwin R. Stroh, to head the 
newly formed Racing Division 
of the Electric Autolite Com- 
pany. 
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——CLEARING 
HOUSE 


Valve cover cut as shown traps oil while adjusting the valves. 


Setting Valve Lash On 
1960 Chevy And Corvair 
UN engine until it is at nor- 
mal operating temperature. 
vemove valve covers and place a 
trough on the lower portion of 
the cylinder head to prevent oil 
from running out. A trough can 
be made by cutting a valve cover 
to % its original size. With the 
engine running at idle, back off 
valve rocker arm nuts one at a 
time until the rocker arm starts 
to clatter. Turn rocker arm nut 
down until clatter disappears. 
On V8’s continue to turn the nut 
down exactly *4 turns. On sixes, 


1% turns. On the Corvair stop 
the engine and turn the nuts 
down exactly *4 turn. 


1957 Ford 
Losing Water 

I have a problem regarding a 
1957 Ford problem car. The car, 
powered by a Thunderbird Spe- 
cial V-8 engine, has been losing 
water through the radiator over- 
flow pipe during normal local 
driving. The water level falls be- 
low the top of the core about 
once a week. So far, we have had 
the radiator taken out, checked 


af MOTOR AGE CLINIC 


for volume of flow, leaks. A baffle 
was installed under the filler cap 
to deflect water being thrown 
against it. The lower hose does 
not collapse. Both are good. The 
water temperature is normal, 
not overheating. The heads were 
taken off, examined for cracks 
in the valve ports, combustion 
chambers, cylinder block, and 
new head gaskets were installed. 
There is no sign of a compres- 
sion leak in the cooling system. 
Fifteen pounds pressure was ap- 
plied into the cooling system 
showing no signs of external 
leaks, water out the exhaust, or 
in the crankcase. 

Ben Porowski, 

Sayreville, N.J. 


OU have checked almost 

everything possible that could 
cause such a condition. The only 
thing left would be to install a 
7 pound pressure cap. This cap 
has been correcting the problem 
on most of the complaints of this 
type. 


Checking Noisy Starter 
Motor Operation 


wr a noisy or erratic opera- 
tion of the starter motor 
drive is noticed on Plymouths it 
may be caused by small amounts 


of foreign material on _ the 
threads of the Bendix drive. This 
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for troubleshooting 


condition may be more prevalent 
on cars equipped with air cooled 
automatic transmissions. Inspec- 
tion may be made on the vehicle 
without removing the starter 
assembly, by removing the in- 
spection plate at the bottom of 
the torque converter housing. 
Standard transmission-equipped 
cars can be checked by removing 
the clutch housing pan located 
at the bottom of the clutch hous- 
ing. If the accumulation of for- 
eign material is slight, apply a 
few drops of No. 10 W oil. A 
pressure-type oil can with a ten- 
inch extension of small copper 
tubing attached to the spout will 
aid lubrication at this point. If 
an inspection indicates that an 
excessive amount of foreign ma- 
terial is present, it will be neces- 
sary to remove the starter as- 
sembly for thorough cleaning 
and lubrication. 
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No Power In Left Rear 
Wheel of °53 Pontiac 


have a 1953 Pontiac straight 

eight with a Powerglide trans- 
mission. My trouble with this car 
is that I have no power to the left 
wheel. On dry pavements I can 
get around OK, but when the 
roads are a little wet or slick, the 
right wheel will do all the spin- 
ning. The left one makes no ef- 
fort to spin. Anytime we have 
wet or snowy weather I just 
leave the car parked as I can- 
not get anywhere with it. 

This car has new brakes, in- 
cluding wheel cylinders and the 
drums were all turned. The 
brakes are not dragging. New 
axle seals were installed and 
wheel bearings checked three 
times. All backing plates are 
clean. There is absolutely no 
noise whatsoever in the rear end 
assembly, wheels, or brakes. I re- 
moved the rear end assembly and 
checked it over. I replaced the 
axle gears, spider gears, the four 
shims or washers and the pin 
with regular Pontiac parts. The 
gears I took out looked OK. The 
ring gear and pinion also seemed 
fine. It still does not make any 
noise at any time. I have had the 
Pontiac dealer and mechanic 
check the rear end assembly and 
axle bearings, even a few other 
mechanics and they all say every- 
thing is OK. It acts the same in 


reverse. The axles are OK and 
the splines show no wear. They 
enter the housing and the azle 
gears without any bind at all. 
Please give me some idea as to 
what I might try next. 
Floyd A. Coleman 
Bethany, Mo. 


ii everything checks out as you 
state, then the rear should act 
normally. About the only test I 
can think of is to raise the left 
rear wheel off the ground and 
lock the brakes on the right 
wheel. Start the engine and apply 
power to the left wheel. If you 
can stall the engine by applying 
the foot brake under power, then 
the axle and differential is doing 
its job. The only other thing you 
could check is the rear spring 
center bolts. If the rear is shift- 
ing it might apply the emergency 
brake, locking this one wheel. 
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1960 Tune-Up—Alignment Specifications 





ENGINE TUNE-UP DATA FRONT END ALIGNMENT 


| VALVES IGNITION 








| 
| 


| Spark Plug Gap (In.) 











Maximum Brake H.P. 


Make and Size (mm) 


Spark Plug 
| Cam Angle (De9.) 
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New Products Shopping Center 


Frame Straightener 


Consists of a hydraulic 
straightening unit with 
attachments 


Blackhawk Mfg. Co.: A portable, 
system that repairs both body 
and frame together without the 
need for permanent racks is be- 
ing introduced. Called the ““‘Dam- 
age-Dozer,” it consists of a port- 
able hydraulic straightening unit 
with a minimum of attachments 
that will enable body and frame 
operators to handle frame dam- 
age on every car—including all 
foreign and American cars with 
unit or unitized construction, the 
manufacturer claims. No perma- 
nent rack or installation of any 
kind is required. The system re- 
lies on specially designed safety 
stands and alloy steel supports. 


ees 
oy. 


This method of leveling the car 


eliminates undesired influences 
caused by faulty or damaged sus- 


pension systems and eliminates 
floor friction when pulling, it is 
said. For more information 
write: Robert D. Barnard, Adv. 
Dept., Blackhawk Automotive 
Div., 5325 W. Rogers St., Mil- 
waukee 46, Wisc., or phone 
Orchard 1-4000. 


Sander Drill 


Has speed control for light body 
sanding and deburring 





Selanne sania : 





Superior Pneumatic & Mfg., Inc.: 
A new dual purpose, air-operated 
Sander-Drill has just been an- 
nounced. Operated as a sander, 
the Dual Purpose uses standard 
4 inch discs or buffers. It does 
automotive body sanding, sheet 
metal buffing, deburring and 
light weld scaling, wood sanding, 
and rust or paint scaling. Used 
as a drill, the unit takes any 
standard drills up to % inch. It 


is recommended for light sheet 
metal, galvanized, aluminum 
sheet or tubing, lucite, transite, 
asbestos sheet, and other plas- 
tics. Directed air exhaust blows 
away dust and chips as operator 
works—keeps job dirt-free. For 
more information write: W. I. 
Krewson, Jr., Sales Mgr., Su- 
perior Pneumatic & Mfg., Inc., 
13800 Enterprise Ave., Cleveland 
35, Ohio, or phone CLearwater 
2-2533. 


Installing Tool 


Installs both the “bathtub” 
and “hat” type clips 


K-D Manufacturing Co.: A uni- 
versal molding clip installing tool 
is being marketed. With rever- 
sible tempered steel jaws of im- 
proved design this new tool has 
a wide range of applications in 
body work. The jaws are identi- 
fied for the type of clip intended. 
Tool has steel jaws, accurately 
machined and correctly tempered 
for long service. It is rustproof. 
For more information write: C. 
Paul Myers, Vice President, 
Sales., K-D Mfg. Co., 526 N. Plum 
St., Lancaster, Penna., or phone 
EXpress 7-8176. 
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Battery Cable 


Prevents corrosion and increases 
battery life 


Comet Automotive Mfg. Co.: An 
improved type of battery cable 


has been developed. The cable 
has a brass lug with teeth that 
bite into the side of battery ter- 
minal. This, it is said provides a 
better electrical connection be- 
cause the teeth on the brass lug 
and the terminal. Fumes coming 
up under the cap are stopped or 
neutralized by a chemically 
treated felt washer which seals 
the base of the cap against the 
top of the battery case. The cable 
is universal and it fits both the 
positive and negative terminals 
on either 6 or 12-volt batteries. 
For more information write: 
Robert R. Jindra, Sales Megr., 
Comet Automotive Mfg. Co., Red 
Comet Bldg., Littleton, Colo., or 
phone PY 4-1544. 


Adjustable Wrench 
Features positive locking device 


Crescent Tool Co.: A new wrench 
called “‘Crestolock,” is being in- 
troduced. Basically it is a wrench 
with a locking device consisting 
of a pair of stainless steel spring 
leaves which engage the serra- 
tions on the adjusting knurl. 
This principle permits infinitely 
variable locked adjustment to 
any precise opening within the 
wrench’s capacity. The manufac- 
turer points out that there is no 
working strain on the lock and 
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no projections. The lock is op- 
erated by the thumb of the same 
hand that holds the wrench and 
can be operated from either side. 
If the lock should be damaged, 
the wrench is still operative as a 
standard Crestoloy wrench. For 
more information write: Argus 
Sheridan, Adv. Dir., Crescent 
Tool Co., Harrison St. & Foote 
Ave., Jamestown, N.Y. 


Indicator Holder 


Features a new and versatile 
magnetic base 


L. S. Starrett Co.: A new model 
of the Starrett No. 657 Magnetic 


Base Indicator Holder has been 
introduced by the company. It 
is said to hold all types of dial 
indicators including rack and 
pinion models with lug type 
backs, The new indicator holder, 
designated No. 657AA, is fur- 
nished with the company’s No. 
657 Magnetic Base which fea- 
tures a permanent magnet and a 
large diameter push button for 
turning the magnetic force on or 
off. The push button permits 
placing the indicator holder with 
one hand while the other is free 
to position the indicator, com- 
pany states. For more informa- 


tion write: L. S. Starrett Co., 
1-165 Crescent St., Athol, Mass.. 


Fuel Pressure Regulater 


Suited for foreign cars with 
lighter pressure requirements 


Milemaster, Inc.: A new Fuel 
Pressure Regulator designed for 
small European cars, such as 
Volkswagen, Renault, English 
Ford, Metropolitan and others, is 
being introduced. 1.5 Fuel Pres- 
sure Regulator is said to perform 
the same function as the stand- 
ard U.S. model which regulates 
fuel pressure, filters the fuel and 
traps metallic impurities. It will 
also include the necessary fit- 
tings to adapt them to the Euro- 
pean cars. For more information 
write: Milemaster, Inc., 1550 E. 
74th Place, Chicago 19, IIl. 


Radiater Cap 


Eliminates scald hazard in 
pressurized cooling systems 


Truckstell Mfg. Co.: A new de- 
sign pressure radiator cap 
named SaFE-T-CaP has been de- 
veloped. It is said to eliminate 
the scald hazard so common in 
the servicing of automotive pres- 
surized cooling systems. To re- 
move Safe-T-Cap from a cooling 
system under pressure, push the 


i 


Ss 
&: 





ep 


se 
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cap’s green-button and the pres- 
sure vents out the radiator over- 
flow, then cap can be removed. 
For more information write: 
John Black, Truckstell Mfg. Co., 
3490 West 140th St., Cleveland 
11, Ohio or phone WInton 1-5300. 

Continued on page 68 
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Plierench 


Features a geared 
transmission for gripping 


Plierench, Inc.: Plierench, a 
many multi purpose pocket tool 
that does the work of different 
tools features a unique geared 
transmission for super-gripping 
power. With only the slightest 
pressure on its handles, it will 
hold even a greased ball-bearing 
so firmly in its jaws that a 140 
pound weight can be safely sus- 
pended from it company claims. 
This tool can be used by me- 
chanics and repairmen for many 
uses. The Plierench’s parallel 
jaws opens up to 3 in. outer di- 
ameter. For more information 
write: Plierench, Inc., 4611 N. 
Ravenswood, Chicago, IIl. 


Orbital Air Sander 


Operates on normal 
air line pressure 


Aro Equipment Corporation: 
Orbital Air Sander has been in- 
troduced for finishing of metal, 


wood, plastics and other mate- 
rials. Operating at 8,500 r.p.m., 
the new sander is said to provide 
fast, efficient removal of the 
material being sanded. It is pow- 
ered by the Aro Air Motor. The 
sander operates on normal air 
line pressure. The lever control 
conforms to the natural contours 
of the hand for comfortable 
handling. The tool sands right up 
to edges, making extra finishing 
operations unnecessary, says the 
manufacturer. For more infor- 
mation write: Aro Equipment 
Corp., Bryan, Ohio. 


Additive Oil 


Combats excess oil consumption 
and power loss 


Bardahl International Oil Corp.: 
An additive oil specifically com- 
pounded to combat excessive oil 
consumption and power loss, is 
being offered. Company’s chem- 
ists recommend the use of one 
quart of Special Duty with regu- 
lar oil (20 per cent mixture) at 
every oil change to bring back 
efficient motor performance to an 
“oil hog.”’ Special Duty oil with 
the “Polar Attraction” formula, 
insures maximum lubrication in 
severly worn or high-mileage 


automobile, truck or tractor en- 
gines—gasoline or diesel, com- 
pany states. For more informa- 
tion write: James W. Phillips, 
Adv. & Sales Mgr., Bardahl In- 
ternational Oil Corp., 1400 West 
52nd St., Seattle 7, Wash., or 
phone SUnset 3-4851. 


Flasher Line 
New line for directional signals 


Ideal Corporation: Introduction 
of a flasher line for directional 
signals has been announced. 
According to the company the 
flasher provides greater safety, 
surpasses car maker durability 
standards, and simplifies inven- 
tories. It is reported that nine 
numbers provide full coverage 
and five of these numbers cover 
95 per cent of all cars. For more 
information write: Ideal Corp., 
435 Liberty Ave., Brooklyn 7, 
N.Y. 


Air Conditioning Unit 
Small in size and easy to install 


Eaton Mfg. Co.: An automotive 
air conditioning system is being 
offered. It is a compact system 

Continued on page 73 
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CURRENT PASSENGER CAR PRICE, WEIGHT AND BODY TABLE 


Following are prices at factory for cars with standard equipment as of January 22, 1960, 
State or local taxes, transportation and finance charges and optional equipment are extra. 
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DeLuxe, 2d, 6p.. 

DeLuxe, 4d, 6p.. 
| Custom, 4d, 6p. 
Custom, 4d, 9p. . 
Sport, 4d, 6p... . 
Sport, 4d, 9p.... 
see \VALIANT 


Aw 
—s 
os 





82 
S58 
#8 SREHIE 





— 
a 


$344 
- 
- 


o 
Z 
S888 882 82 G2E88EE 8888 845583 S8S85% 


 abeeES & 


2164 
2278 


1946 
«| 2236 
| Sta. Wagon, 3s..| 2350 


= 
S888 SEGREE SEBSERE 


BG85 S88888 2808 





Lik. 








FORD MOTOR CO. 





3420 | 














@ #28038 





FORD 
3375 | 
10 | 





Ef SennEREER 


z 
~ 
oa 


: 


ee 


208 | 2283 | 3605 | 

214 «+2370 | 3632 |CHEVROLETA | 

| 3420 Sedan... 2206 218 | 2424 | 3706 | Biscayne-V8 | 
conh Fairlane 500-V8 Sedan, 213 
3460 Tudor Sedan.... 2228 219 2447 | 3636 | Sedan, 4d 2206 217 
.... | Fordor Sedan... .._ 2278 223 2501 | 3710 | Sta. Wag., 2d, 6p 2457 236 


+ For 6 cyl. models deduct $105 from List Price and $113 from Suggested Delivered Price at Factory. A For 6 cyl. models deduct $100 from List Price and $107 from Suggested 
tie ‘or 6 cyl. models deduct $111 from List Price at Factory and $119 from Suggested Delivered Price at Delivered Price at Factory. 
enero 





B38 2388 8822 3288 
S32 e 


| 3183 
3315 














g ag28 Bas: agg EgES 





Chilton'’s MOTOR AGE @ February 1960 69 








Heller 


HELPS YOU 


to faster cutting... 


and lower costs! 


HELLER TOOL CO. 


America’s Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 
Subsidiary of Simonds Saw and Steel Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los Angeles.@ Portland, Oregon 
70 
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Easy Method For Installing 
Panels On Auto Bodies 


We have experimented and de- 
veloped a means of installing 
large panels on auto bodies that 
simplifies the job. After one year 
or more, it shows no signs of 
loosening or breakage. The last 
job we used this system on, 
was a 1959 Volkswagen station 
wagon bus. We replaced the 
lower left side body panel, which 
is about 3 feet in width and 8 
feet long. These panels are spot 
welded the entire length to hori- 
zontal and vertical body braces. 
Our spot welding machine can- 
not make contact over one foot 
which would be from the top side 
through the window openings, so 
it is impossible. We set the new 
panel in position and mark all the 
braces on the inside of the panel. 
Then remove the panel. Grind all 
the paint off the panel where 
marked and also the outside of 
the body braces. We then drill 
4 inch holes every 4 inches in 
the outer flanges of the braces. 
Apply a coat of plastic solder to 
the ground surfaces of the panel 
and braces. Install and press the 
panel into position forcing the 
body solder to go through the 
holes and act as cleats. The panel 
was secured by vise grips along 
the upper and lower edges and 
both ends, then spot welded, 
without removing the windows, 
around edge of panel. The com- 
pleted job hasn’t any metal pulls 
or spot weld dents and is more 
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solid than the original panel. We 
also use this method to section 
hard to reach panels. A. W. 
Nichols, Mill Valley Body Shop, 
16 Madrona St., Mill Valley, 
Calif. 


Handy Heat Unit Is 
Ideal For Spot Heating 

Four 250-watt heat lamps 
wired as shown, make a handy 


unit for spot heating of painted 
areas. A pipe sleeve is welded to 
an old brake drum tapped at the 
upper end to receive a locking 
screw which fastens at any 
wanted height, a sleeve which 
regulates the height of the lamps. 
This spot heater is a time-saver 
on many small jobs. Harry J. 
Miller, 991 Forty-Second St., 
Sarasota, Florida. 


Wax Paper On Windshield 
Helps In Painting Dash 


When painting the dash of a 
ear, more light can be obtained 
by covering the inside of the 
windshield with wax paper. In- 


direct light comes through, and 
it also eliminates glare from the 
usage of ordinary paper. Wayne 
Zumwalt, 1695 McArthur Dr., 
Porterville, Calif. 


A Safety Tip To 
Prevent A Slip 


The empty five gallon can is 
just the right height for reach- 
ing a top panel for sanding or 
polishing, but to hold it in place 
is something else. So to prevent 
slipping I just put an old rubber 
floor mat, the accessory type, 
under the can. This holds it 
firmly in place and lessens the 
danger of falling off. Robert E. 
Bytendorp, Rock Springs Motor 
Co., 218 Elk St., Rock Springs, 
Wyoming. 


Mask Molding When 
Using Plastic Nearby 


When using plastic around 
moldings and other trim, mask 
off the moldings, that you have 
to get very close to. Then when 
you have finished, just pull off 
the tape. William H. Burns, 430 
5th Ave. S.W., Cedar Rapids, 
Towa. 





BODY SHOP TIPS 
are worth 


$700 


If you’ve developed an Idea that 
has helped you to do body and 
fender work or painting better 
or faster, it may be worth 
money. Jot down the idea and, 
if necessary, make a rough 
sketch. Sometimes a snapshot 
willhelp. Just make thedescrip- 
tion of your BODY SHOP TIP 
clear, and if it is used, you’ll 
receive a check for $7.50. 














This is why a tire valve always needs changing 
- whenever you mount a new tubeless tire 


Notice the old used valve above. The rubber has “set”, 
reducing its diameter and sealing effectiveness. Also, 
removing old tire valve tears the seating surface. 


last two or more tires. Every dealer owes it to himself 
and to his customer when he mounts a new tire to be 
sure that the valve is as new as the tire. 

While each Schrader tire valve is an engineering 


Remember: Always install a new valve with every 
“marvel in miniature”, it should not be expected to out- 


new tubeless tire you mount. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


FIRST NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
American made to American Standards of Quality 


e divisionof SCOVILL 
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New Products..... 
Continued from page 68 


that is small in size and lends it- 
self to easy installation under 
the dashboard of practically 
every make of automobile, com- 
pany states. Important features 
are its plastic front panel, its 
full-range control of air volume 
for easy selection of air flow, 
thermo-cooling and the magnetic 
compressor drive. For more in- 
formation write: Michael J. 
Saada, Dir. of Public Relations, 
Eaton Mfg. Co., 739 East 140th 
St., Cleveland 10, Ohio, or phone 
Glenville 1-5600. 


Rear View Mirrors 


Can be mounted singly 
or in pairs 


R. E. Dietz Co.: Serviceable and 
smart looking rear view mirrors 
are introduced, in the Playboy 
series, company states. No. 1535 
is the rectangular shape, and 
measures 2%4 by 6%, inches ; No. 
1530 is the 41%, inches round 
head style. Both units, which can 
be mounted either singly or in 
pairs on both sides of a car, fea- 
ture extra heavy, beveled, non- 
glare, vibration-proof replaceable 
heads that are adjustable to any 
position, and a_ triple-plated 
chrome finish. For more informa- 
tion write: George W. Thomas, 
Sales Mgr. Auto Div., R. E. Dietz 
Co., 225 Wildinson St., Syracuse 
1, N.Y., or phone GRanite 
4-1071. 


Finishing Equipment 


Indexes equipment needed for 


finishing installation 
The DeVilbiss Company: An il- 
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lustrated index of the company’s 
complete finishing systems is 
now available. The manufacturer 
offers a complete selection of all 
equipment items needed for a 
fully integrated finishing instal- 
lation with each component en- 
gineered to work together. In- 
cluded are spray guns, automatic 
spray coaters, flow and dip 
coaters, industrial ovens, air 
compressors, dust collectors, 
spray booths, industrial power 
washers, hot spray systems, 


STEP AHEAD 


Weatherhead 
F-3 Fittings 
Cabinet 


paint tanks and pumps, hoses 
and connections, and phosphatiz- 
ing systems. Write: H.A. Lange, 
Mgr. of Adv., The DeVilbiss Co., 
300 Phillips Ave., Toledo 1, Ohio, 
or phone GReenwood 4-5411. 


Service Station 
Cash Register 


Has two visible accumulators 


Victor Adding Machine Co.: Di- 
Continued on page 82 





FREE! Fittings cabinet 


when you buy $25 worth of Weatherhead brass fittings 


During Weatherhead’s famous Cabinet 
Carnival you get this twenty-drawer 
stock cabinet free with every twenty- 
five dollar order—whether you take the 
standard assortment that fits most needs, 
or make up your own selection. Your 
Weatherhead jobber salesman will be 


glad to help you choose. And you'll get 
more fittings for your money than ever 
before, as a result of our recent revolu- 
tionary price reduction announcement. 
There’s no reduction in your profit mar- 
gin, though—so get in on this Cabinet 
Carnival deal while jobber’s stocks last. 


a a 


THE WEATHERHEAD COMPANY .- 
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basic motor tune-up set 


feel tat L00 


this set HT-510 


$149.00 


this compression 
test kit HT-635 


ASK YOUR s0nven 


—— 


Wotan 
Lquipment 


HERBRAND DIVISION 


THE BINGHAM-HERB 
FREMONT, OHIO 














Transistors eeeeveveeveeeeeeee Continued from page 51 


These electrons in drifting to- 
wards the junction or barrier leave 
behind electrical particles, which 
are called positive ions. 

These positive ions exert an at- 
tractive force (unlike charges at- 
tract) on the electrons. This pre- 
vents them from going across the 
junction or barrier. Concurrently, 
the movement of holes to the bar- 
rier leaves behind electrical par- 
ticles called negative ions. These 
negative ions then in turn extend 
an attractive force on the holes 
preventing them from going across 
the barrier. 

This results in an electrically 
stabilized condition at the barrier 
with holes and electrons on each 
side of the junction. 


Polarity the Key 


Polarity of hook-up is of the ut- 
most importance with respect to 
installing or testing diodes and 
transistors. With the battery nega- 
tive post connected to the negative 
“N” material and battery positive 
post connected to the positive “P” 
material, we have a connection or 
circuit called a “forward bias” con- 
nection. The negative polarity of 
the battery attracts positive holes 
across the barrier and the positive 
battery polarity will attract nega- 
tive electrons across the barrier to 
the positive material. The move- 
ment of electrons from the nega- 
tive to the positive material con- 
stitutes a current flow. 

Changing the polarity hook up 
will stop the current flow. This 
condition is referred to as a “re- 
verse bias’ connection. What oc- 
curs in the diode to cause this 
phenomena? The positive polarity 
of the battery repells the positive 
holes away from the junction area 
or barrier; the negative polarity of 
the battery repels the negative 
electrons away from the junction 
area thus leaving the junction area 
or barrier void of current carriers. 

It can now be seen that hook up 
or polarity affects the action of the 
diode in relation to its ability for 
carrying electrical current. A tran- 
sistor is constructed with a base of 
very thin material. A metallic ring 
is secured to the base at its outer 
circle. A wire is connected to this 
ring. Attached to either side of the 


base material is a diode with a wire 
connection extending from each 
end. 

Normally only two wires are vis- 
ible on the transistor. The base 
connection is made by the base at- 
taching screws. This type of con- 
struction makes for a shorter dis- 
tance between the emitter and col- 
lector than between the emitter 
and base ring. This accounts for 
an unusual operating characteris- 
tic of the transistor. 

Because of the short distance be- 
tween the collector and emitter, 
most of the current leaving the 
emitter continues on into the col- 
lector due to its velocity. This al- 
lows the collector to carry about 12 
times as much current as the base 
circuit. Observing a simple “Tran- 
sistorized Regulator,” the genera- 
tor field circuit is connected in 
series with the transistor. The 
voltage regulator contacts are lo- 
cated in the base circuit. 


Shift to Transistors 


One major factor against in- 
creasing generator out-put has 
been the design of the generator 
control devices. A set of vibrating 
contacts can only carry a limited 
amount of current. Otherwise they 
may burn out due to make and 
break build up of temperature 
while regulating voltage. 

The amount of field current that 
single contact regulators were de- 
signed to carry was limited to 2 
amperes. Then to gain additional 
output from the conventional D.C. 
machine two sets of voltage regu- 
lator contacts were used. This 
brought the field current and thus 
the out-put up to 3% amperes in 
the fields. It helped increase regu- 
lator point life around two to three 
times. 

However, with the increase in 
electrical loads in the modern au- 
tomobile and also increased traffic 
conjestion in cities; it was evident 
that the conventional D.C. ma- 
chines could not adequately sup- 
ply the battery. Field current 
would have to be increased to a 
value of 6 to 7 amperes in order to 
gain the desired out-put. This, of 
course, conventional regulators 
could not possibly handle. 

Continued on page 78 
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The Rochester-GuU Service Lihe... 


OFFERS YOU MORE 
SERVICE SALES 
PER CUSTOMER MILE 


Sell the Service Line that’s going places fast! 


Here’s another top-quality combination to help your customers 
to more performance . . . and help yourself to more service 

sales and profits. It’s Rochester-GM Carburetor original 
equipment replacement units, BT-3 tune-ups and service kits 

. . . designed for extra-performance sales! These are examples of 
the extra sales in store for you when you handle the Rochester-GM 
Service Line . . . the Service Line that’s going places fast. 

Order today from your nearby UMS distributor. 

Rochester Products Division of General Motors, Rochester, New York. 


NEW UNITS 


Up-dete your customer's fuel system 
with originol-equipment quality re- 
placements for better performance. 


CARBON-X 
CHEMICALS 


RP GM roe 


PAT PEND MADEINUS A 








Reseorched, tested and recommended 
by Americo’s number one carburetor 
monvufocturer for ony cor or truck. 


America's 

number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 
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West Point eoeeeveeeeeeeeee Continued from page 47 


elect to write a monograph or term 
paper. In either case, the cadet is 
assigned an officer as advisor who 
will check on his research findings. 

The teaching staff for the auto- 
motive course consists of five offi- 
cers and eight enlisted men. All 
classroom sessions are conducted 
by the officers. To give an example 
of the high standards maintained, 
at the present time each officer has 
completed graduate work in a field 
of engineering or science. 

The enlisted instructors assist 
in the conduct of the laboratory 
work. They also maintain—and in 
many cases build—lab equipment 
and educational aids. 

While the majority of the labo- 
ratory sessions deal with the auto- 
motive engine in its disassembly 
and reassembly, lab sessions in- 
clude work on a variable fuel-air 
experiment. This experiment aims 
at validating the carburetor re- 
quirements and performance re- 
sults set forth in the classroom. 
Such performance factors as brake 
horsepower, torque, volumetric 


efficiency and specific fuel con- 
sumption are investigated. 

As might be expected, the course 
content is subject to revision each 
year as new developments in the 
automotive world are introduced. 
Text materials are staff written. 
Besides presenting theoretical 
analysis, the text contains a wealth 
of information about various auto- 
motive components. 

This material is of help to the 
cadet for at least two reasons: It 
assists the cadet, who may never 
have been familiar with automo- 
tive equipment, in understanding 
more clearly the system he is 
studying. Secondly, it serves as a 
comprehensive round-up of auto- 
motive material which may well be 
of invaluable use to the cadets in 
later years. 


Summing Up 

In all of the classroom work of 
the cadet in the automotive course, 
application of principles of pre- 
vious courses is stressed. The 
cadet is not taught the automotive 


system from a nomenclature and 
functioning viewpoint. Rather does 
he see it from an engineering anal- 
ysis viewpoint. 

The course aims specifically at 
developing the cadet’s engineering 
approach to problems. As one of 
the top officers of the teaching 
staff of the Department of Ord- 
nance puts it: “The course is ulti- 
mately aimed at preparing the 
future Army officer to cope with 
the problems involved in technical 
equipment—from the determina- 
tion of performance requirements 
through design, production and 
maintenance.” 


Editorial note: The author wishes 
to thank the staff of the Depart- 
ment of Ordnance at the United 
States Military Academy for its 
many courtesies during his visit. 
Particularly, he wishes to thank 
Colonel John D. Billingsley, Profes- 
sor and Head of the Dept. of Ord- 
nance and Major Robert W. Samuel, 
Assistant Professor. A word of ap- 
preciation also to Mr. Paul Schutt 
of the Snap-On Tool Corp. who 
joined in the tour and lent helpful 
assistance. 





USE 4X, THE ALL-SILICONE RUBBER LUBRICANT... 
TO GIVE YOUR CUSTOMERS THE SERVICE THEY EXPECT 


* Stops squeaks and sticking of weather-stripping, 


prolongs life of rubber parts. 


* Keeps battery terminals clean, minimizes corro- 
sion build-up, prevents electrical losses. 


* Lubricates radio antennae, improves reception; 


ideal lubricant for window channels. 


LABORATORY TESTS PROVE: 


Dow Corning 4X Compound contains 5 times more silicones . . . lubricates 10 times longer! 


* Protects ignition systems, keeps moisture out, 
preserves wiring. 








| | 
— "B” 0.5% ‘am: 


| 
COMPOUND “A” 16.2% SILICONE 








OVER 
88% 
SILICONE 














Dow Corning 
CORPORATION 


Order 4X Compound or Spray from your 


MIOLAND, MICHIGAN 


jobber today. Write for new brochure 
containing straight facts about ‘‘silicone”’ 
lubricants . . . address dept. 1502 
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These features have made all 
.. backed by a 25,000 mile other points obsolete! 


unconditional guarantee* 


In 25,000 miles... 


No change in dwell! 
No change in spring tension! 
No drop in efficiency! 
N viable point bounce at 
= JOBBERS AND DEALERS— 


Write today for franchise 
Low inventory— 10 points fit all domestic cars. information end Bheretere. 


Stamina and performance proved— in passenger cars — pie ey DE re en ne 

in fleets —in town and country driving — amazing race win- Dayton Automotive Products Co., 

ning performance at The Darlington 500 and other races. Box 12, Dayton 1, Ohio 

Nationally advertised— your customers will ask for it. : 
y y Hens Please send literature, franchise information 


For complete customer satisfaction and good will, freedom and costs on Dayton Points. 


from ignition complaints and problems, repeat business, a 
low point inventory, national advertising support that will 
bring business to you... For a point that guarantees both 
economy and peak performance for your customers, stand- 
ardize on premium quality Dayton Ignition Points. 

If your jobber does not yet have them, please be patient. 
We're filling jobber stocks as rapidly as possible. 

*Guaranteed 25,000 miles in passenger cars 





Firm Name By 


Address 





Town State 





pr---cn-n--cn----- 


Dai/ftovr ignition Points 


Dayton Automotive Products Co.-Box 12, Dayton 1, Ohio 
a 





A subsidiary of 
~ | ; The Dayton Steel Foundry Co, 
\ P.O. Box 1022, Dayton 1, Ohio 


World's leading manufacturer of 
cast wheels and brake drums 
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Transistors eecececeeeeeeeses Continued from page 74 


It also meant that a new type of 
generating device would have to be 
used in order to gain this increased 
out-put. The alternator or alternat- 
ing current machine with self con- 
tained rectification was the only 
economical answer. The alternator 
will be discussed in later issue of 
MOTOR AGE. For the present we 
are concerned with the new means 
of regulating this high field cur- 


rent and out-put with transistor or 
transistorized controls. 


Operation of Transistor 


Observing illustration on page 
where this article began, notice 
that the voltage regulator contacts 
are connected to the base element 
and grounded. The emitter is con- 
nected to current source (battery 
and fields), and the collector is 





TORQUE 
= 


This Mark Guarantees: 


Guaranteed accurate forever within 2% of 
maximum scale reading. 

The only wrench that permits accurate use 
of adapter & extensions. Patented pivoted 
handle permits concentrated load position— 
the only way to obtain accuracy with adapt- 
ers and extensions. 


- Rugged construction. Can be stored in a tool 


*These are the same torque wrenches 
used and recommended by leading 
engine and equipment builders. 


box with other tools. 


- Easy to use as any socket wrench. 
- Signalling models and direct reading styles 


to choose from. 


- A complete range to choose from to meet 


every service application. 


Torque Specification Book for over 130 


Valve and 
Clutch Spring 
Tester 


Test new as 
well as used 
springs. Match sets of valve 
springs for top engine per- 
formance. Check clutch 
springs to prolong clutch life. 


makes and more than 1200 models of 
automobiles, (U.S. and foreign) trucks, 
tractors, outboards, motorcycles, diesel, 
aircraft, marine and small air cooled 
engines. Spark plug, wheel bearing, valve 
spring data and many helpful torque tips 
sent free upon request, write Dept. 615 


peek Sen’ 3 ae Ae eB om. | 


Aww te Oo Nw oe 


|e 8 M.O.A.8 





grounded. As long as the contacts 
are closed, we have a flow of emit- 
ter to base current of approxi- 
mately 0.35 amperes as an exam- 
ple. This minute emitter to base 
current causes the correct line-up 
and flow of electrons from the 
emitter to the collector. 

Remembering that electrons pass 
from emitter to collector with great 
velocity, this causes a very large 
current flow through the transis- 
tor. However, the small current 
flow required to trigger this action 
flows only through the contacts 
(less than 4, ampere). 

With the contacts open, full neg- 
ative battery potential at the col- 
lector will attract the positive 
holes in the collector away from 
the base-collector junction area. 
With the junction area void of 
holes on its collector side there 
will be no current flow. The collec- 
tor diode has reverse bias. The ab- 
sence of base emitter current 
causes an alignment of atoms in 
the transistor. This results in in- 
creased resistance of the emitter to 
colleetor, which is so high it can 
be considered an open circuit. 
Thus, we have a device that will 
allow heavy current to flow in a cir- 
cuit by triggering a minute current 
through a small set of controls. 

This would now allow automo- 
tive electrical engineers to in- 
crease the out-put of the generat- 
ing systems. Currently, fully tran- 
sistorized regulating systems have 
been constructed. These eliminate 
the use of contacts in the regulator 
by combining various characteris- 
tics of compounding transistors 
and diodes in an electrical circuit. 





"if we have to demonstrate it, 

it'll be like getting an old man 

out of bed at midnight to run a 
hundred-yard dash.” 
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AC) SELLING SLANT OF THE MONTH: 


gev OLUTIONG py si 


‘AC Fire-Ring Spark Plugs with 
E-A°-lT-E*N--e*2 SHELL 


This revolutionary spark plug development —the extended 
shell—is designed to improve spark plug performance for 
Ford and Chrysler owners. It’s original equipment on 1960 
Pontiacs and Buicks, and it’s an important service option for 
Chevrolet owners requiring special-duty performance. 


The extended shell features a shorter ground electrode, which 
reduces burning and breaking off during extreme temperatures. 
The insulator tip is shielded during starts and protected 


formance under every driving condition. * 
 & 
They must be the best! p 
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against drowning after false starts. This assures cleaner burn- 
ing for superior performance throughout the extended life. 
What's more, the new knurled center electrode multiplies 
spark points at the gap to provide faster, surer starts 
under extreme conditions. 

New Extended Shell Fire-Ring Spark Plugs 


he 
will give your customers top engine per- . 


- 
7 


aes 


9 
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Dealers Enthusiastically Reporting: 


“New Spark Plug Sales Records 
with & ACilloscope!” 


"The ACilloscope gets our 
men under the hood easily." 


Bob's Union Service, Long Beach, Cal. 


"Checked 34 cars in five days 
and sold 18 sets of spark plugs!" 


Mayfair Cities Service, Chicago, Ill. 


"Spark plug sales jumped 
128.5%. | recommend it, 
without exception.’ 


Lathrop's Carter Service 
Mercer Island, Washington 


"'Great time and labor 
saver—excellent silent 
salesman.” 


Sunny Enterprises, Inc. 
Hartsdale, N. Y. 


"Simple to hook up; easy to 
read. Checked nine cars, 
sold two sets of plugs.” 


S & H Sinclair Service, Cleveland, Ohio 


“Our spark plug soles 
increased 300% through the 
use of the ACilloscope!"’ 


Dick Smith Signal Service, Los Angeles, Cal. 


"'In five days, we sold 12 sets of 
spark plugs and nine tune-ups!" 


Sam's Seven and Coyle Service 
Detroit, Mich. 


ONLY Spark Plug Analyzer to Do the Complete Job 


Reports are coming fast and the verdict is virtually unanimous: 
AC’s new ACilloscope is the automotive selling tool of the year, 
the biggest spark plug news of the decade! Spark plug sales are 
soaring and profits right along with them. And with good 
reason! The ACilloscope is the only spark plug analyzer to do 
the whole job. It lets you show your customers a complete 


electronic analysis of spark plug performance. If spark plugs 
need replacing, they can see it for themselves. The ACilloscope 
is EASY TO USE (just four simple connections) and EASY TO 
READ (gives you clear, sharp readings in seconds). Order your 
ACilloscope today—use it constantly—and watch spark plug 
profits multiply! 


AC SPARK PLUG QQ THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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You start making additional spark plug sales right away, when you get your ACilloscope. The 
ACilloscope comes to you — not as just a selling tool— but as a complete selling package. 





WINDOW TRIM-—These four colorful pieces give you 
a choice of what to say on your window. You can 
display one, two, three or all four. 

Co 








te mee he mre netomat s mamemy <0 -ecomment 


6 Fire ORING 


SPARK PLUGS 











saag CHART FOR EASY READING—Your customers 

as oF : will be interested in this chart. It shows spark 

ELECTRONIC ‘ nee ad TEST e =~ plug conditions, and corresponding readings on 
Pas 9 : the ACilloscope. 


coe 


SLIDE RULE—This handy pocket slide rule will be a 
real help when you're talking to customers. 


VSeaecteany 
VHRR ESEe 





4 SERVICE MANUAL—Here’s one of the most 


complete spark plug service manuals ever com- 


piled. It shows spark plug removal and installa- TOTAL PACKAGE PRICE 


tion methods for the difficult, as well as the simple ACillescope and s 95 
applications. It gives simple seven-step proce- Selling Tools . . . 
dures to help train attendants, and complete 

DEALER PRI 
instructions for the best use of the ACilloscope. _ 


No Qualifications 





. You also get these big extras FREE 
meee «after receiving your ACilloscope! 


ECONOMY with the 
As the purchaser of an ACilloscope, you will be contacted by an AC 
representative, who will deliver the all-metal driveway sign and the 
decal. If requested, the representative will assist you in setting up a 
spark plug service center. 


ALL METAL DRIVEWAY SIGN — This PERMANENT IDENTIFICATION—This 
colorful all-metal driveway sign reminds decal gives you @ permanent identifica- 
motorists that you do service work, It’s 


tion as a spark plug service center, 
26” wide by 48” high. ee 








Every AC features the 


New & Fire-Ring Spark Plugs 
They must be the best! | 


AC PRESENTS THE Art CARNEY SHOW, NBC-TV, MARCH 4 ‘ A to stay clean longer. 
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New Products ..... 
Continued from page 73 


rect separation of gasoline pur- 
chases from other service station 
sales can now be accomplished 
with a new service station cash 
register recently placed on the 
market. Encompassing cash, 
charge, received on account, and 
paid-out transactions, this cash 
register system—Model ER 9 


(4) it is said will record the sales 
of individual attendants. This 
cash register has two visible ac- 
cumulators, one accumulator for 
gasoline income, the other for 
seven various other sources of 
revenue, according to the indi- 
vidual dealer’s requirements. For 
more information write: Ron 
Millman, Public Relations, Vic- 
tor Adding Machine Co., 3900 
N. Rockwell St., Chicago 18, IIl., 
or phone KEystone 9-8210. 





It’s $mart to join the 
Bendix 130,000,000 Club... 


This “‘club”’ has thousands of auto- 
motive jobbers, distributors, and 
retailers in its nationwide member- 
ship. These folks have found it 
profitable to handle Bendix* 
Starter Drives during the last half 
century—to the tune of over 
130,000,000 installations. They’ve 


Bendix-Elmira 


Eclipse Machine Division 
Elmira, New York 


found association with the leader 
means steady year ’round profits 
and rapid turnover. Genuine 
Bendix Drives are all new... no 
substitute parts . .. no “soft” 
arts . . . lowest cost per mile. 

ll only the finest—sell Bendix. 


*Reg. U. S. Pat. Off. 
Condi” 





Hydraulic Hand Pump 


Changes speed and pressure 
automatically 


Owatonna Tool Co.: A new man- 
ually operated, two-speed hy- 
draulic pump, which changes 
speed and pressure automati- 
cally, has been announced. The 
pump, designed to perform com- 
mon pulling jobs, provides a 
maximum pressure of 10,000 
PSI at the start of the pull. Then, 
after the gear, wheel or bearing 
is broken loose, speed increases 
and pressure drops automati- 
cally. Finger-tip control valve 
assures instant release or pump- 
ing action. This 26% pound, 
dual-piston pump has an oil ca- 
pacity of 140 cubic inches and 
will provide fast efficient opera- 
tion for all of company’s “Power 
Twin” Center-Hole hydraulic 
rams. The outlet is a *4 inch fe- 
male pipe thread hose. For more 
information write: C. Kyle Pe- 
terson, Adv. Mgr., Owatonna 
Tool Co., 321 N. Cedar St., Owa- 
tonna, Minn. 


Voltmaster Coil 


Voltage winding molded 
into one compact unit 





Mallory Electric Corp.: Now 
available is the Mallory molded 
voltmaster coil. The high voltage 
windings are molded into one 
compact unit with epoxy resin 
for a greater dissipation of heat. 
Primary and secondary termi- 
nals are placed opposite each 
other to prevent flash-over. Com- 
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pany claims that it has greater 
voltage and has a special resistor 
to require less energy from bat- 
tery and prolong point life. For 
more information write: L. Me- 
savage, Sales Ser. Engineer, 
Mallory Electric Corp., 12416 
Cloverdale Ave., Detroit 4, Mich., 
or phone WE 3-6350. 


Friction Material 
Said to increase clutch life 


Marshall-Eclipse Div., Bendix 
Aviation Corp.: A new friction 
material, recently developed by 
Bendix automotive research, is 
claimed to increase clutch life 
three to four times. It is a super- 
tough material that is said to 
wear slowly and withstand high 
temperatures, company states 
yet has the same friction charac- 
teristics as conventional mate- 
rials. The engaging action of 
Cerametalix - lined plates is 
smooth, yet positive, according to 
the company. Even at extreme 
temperatures, they retain their 
strength and friction. Surfaces 
opposing Cerametalix receive a 
minimum of heat checking, thus 
need resurfacing less frequently, 
states company. For more infor- 
mation write: F. E. Messier, 
Asst. to Sales Mgr., Marshall- 
Eclipse Div., Bendix Aviation 
Corp., Troy, N.Y., or phone AR 
3-6550. 


Diaphram Retainer 


Features new protective device 
for pulsator diaphragm 


Kem Mfg. Co.: According to the | 
company pulsator diaphragms in | 


many fuel pumps often fail, caus- 


ing leakage which cannot be cor- | 


rected without repairing or re- 
placing the pump. Kem fuel 
pumps, company claims, have a 
new protective device for the pul- 
sator diaphragm. The Kem Pul- 
sator Retainer No. 512P (patent 
applied for), it is said prevents 
this common trouble and enables 
the mechanic to tighten the pul- 


sator diaphragm securely with- | 
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out damage to the fuel pump, and 
without removing the pump from 
the car. For more information 
write: Syd Frier, Adv. Mgr., 
Kem Mfg. Co., 20-21 Wagaraw 
Road, Fair Lawn, N.J. or phone 
HA 7-2800. 


Display Kit 
Includes eight universal joints 
Republic Gear Co.: The Republic 


UJ-4A includes the eight uni- 
versal joints, replacements for 
every popular car. Included with 
this service station display kit 
is a large under-car inspection 
poster, a pad of inspection check 
lists, for reporting to the motor- 
ist and an illustrated, universal 
joint application chart covering 
popular passenger cars and 
trucks. The universal joint dis- 
play kit used with the under-car 

Continued on page 84 





WANTED 





DEALERS FOR THE NOVI DELUXE 
AUTOMOBILE AIR CONDITIONERS 


NOVI wo. 1 


Superior Cooling 


Beautiful Design 


QUALITY 
PERFORMANCE 
PRICE 


Advanced Engineering 


Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales. Five Novi warehouses assure fast delivery and lower inventory 


investment. 


90 DAY WARRANTY ON PARTS 


SPECIAL 
DEALER 
PRICE 


$ 5 0 Complete with clutch 
Federal Excise Tax 
included. 


F.O.B. nearest Novi warehouse 





NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 
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New Products ..... 


Continued from page 83 


inspection program enables the 
service station to quickly locate 
worn and faulty parts requiring 
replacement as the vehicle is lu- 
bricated. For more information 
write: M. W. Thimmel, Gen. 
Sales Mgr., Republic Gear Co., 
2197 Beaufait Ave., Detroit 7, 
Mich., or phone Lorain 7-6200. 


Light Bulbs 
Packaged in a plastic “bubble” 


Westinghouse Electric Corp., 
Lamp Div.: A new type of pack- 
aging for automotive light bulbs 
has been announced. A plastic 
“bubble” package which provides 
an individual transparent cham- 
ber for each bulb has been de- 
veloped. The plastic container 
provides unusual displayability, 
permits quick inventory and 








Af PIONEER AND LEADER 


> 
"t + 
4 = 


| EFFORTLESS AIR-POWERED BEAD-BREAKING 


IN TIRE CHANGERS 


Model LCP 


ly *EUBQO 


AT THE PRICE OF LOW-COST CHANGERS. 


NEW DROP-LOCK—-<elf-locks 
when simply dropped against 
hub. No twist, no adjustment. 


2, TIMES STRONGER Nylon 
Air Tube — proved impervious to 
grease and oil. Outwears rubber 
5 times. 


2-in-1 ROLL ON - ROLL OFF 
Mount-Demount Tool — “Lift and 
turn" action of small ball end 
prevents damage in demounting, 
while mounting end slides beads 
back on, fast and easy with posi 
tive protection of beads. 


AIR 
DOES THE 
worK > 


Operator 

simply holds 
bead-breaker 
in place. 


BIG 
INDUSTRIES, 


FOSTER, OHIO 
West Coast: 8203-5 $. Avalon Bivd., 
Los Angeles 3, Cal. 


Canada: Canada Vuicanizer & E 
Co., Ltd., London, Ont. 


INC. 


\S — VWRwess\ Ceerems-S. 


Patents 
Pending pa 


ON EASY 
PAY AFTER PROFIT PLAN 


tires, 10 thru 19.5 inch 
including even boat 
trailer tires. 


SAFETY-CONTOUR 
BEAD-BREAKER — 
Long, powerful stroke 
frees beads effortlessly, 
safely. 


“A | 

“BUY ON PROOF, | 

NOT ON CLAIMS | 

A Mobile Showroom is ready 
to demonstrate the LCP at 
your door, on your tires. 


Send Coupon foe Fue Safely 
Hats 0 Cemondwallitn 


BIG FOUR INDUSTRIES, INC. 
P. O. Box 444N, Foster, Ohio 


() Send FREE three Fact Folders on 14-inch Tire 
Service. 


(CD Send a van to show us your new Low Cost 
Power Tire Changer. 





Signed 





Store or Station Name 





Street 








stock checks, yet is pilfer-proof, 
states the company. Individual 


bulbs are easy to remove from 
the plastic slide track. Thirty- 
two different types of miniature 
light bulbs will be packed in the 
new plastic bubble packages. 
Each container holds ten lamps. 
For more information write: 
R. E. Harris, Marketing Mer., 
Westinghouse Lamp Div., 
Bloomfield, N.J., or phone HUm- 
boldt 4-3000. 


Parts Assortment 


Assortments of fasteners 
and small parts 


Dorman Products, Inc.: A new 
Vu-Parts Merchandiser that will 
hold 56 bright plated chromate- 
coated parts assortments has 
been announced. Mechanics can 
select their requirements of 34 
different assortments of fas- 
teners and small parts from this 
help-yourself display. There are 
at least six of the most popular 
issues in each compartmented 
transparent can. The “dial-a- 
size” revolving inner-lid enables 
the mechanic to pour out just 
the size he needs, company states. 
Recently added to the Vu-Parts 
line have been assortments of 
woodruff keys, drain plug gas- 
kets, speed nuts, Nylok nuts, 
Phillips trim screws, Allen set 
screws, machine screws and nuts 
and clevis pins. For more infor- 
mation write: Lee Dorman, Vice- 
President, Dorman Products 
Inc., 5757 Mariemont Ave., Cin- 
cinnati 27, Ohio. 

Continued on page 89 
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PISTONS 


Preferred Performance 


PINS 


SLEEVES AND SLEEVE ASSEMBLIES 








Sealed Power Siainleas Staal. oil ring 


does things no other ring can do!* 


* Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel] maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


The high number of spring ten- 
sion points assures oil control in 


STAINLESS STEEL OIL RING U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 

_ Side seals in groove—stops oil go- 

ing around back of ring—no smoking. 
End-abutment design produces 

ring tension independently of con- 

tact with bottom of piston groove— 

eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Scaled Power rental — 


°® © VALVES ® « 


WATER PUMPS * * TAPPETS 
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Meet the only 
Dealer in the world that stocks 


Genuine Ford 7 aicon parts! 


Only your Ford Dealer can help you 
profit from the ever-growing number 
of new Ford Falcons on the road! 
The world’s fastest-selling compact car, the 
Falcon, can mean added profits for you... 

if you’re ready! 
And it’s easy! Here’s all you do: 

1. Call your Ford Dealer today. Ask for the 
factory-recommended Falcon replacement 
stock. 

2. Ask him for the Falcon Service booklet 
that cuts hours and builds profits from 
Falcon service jobs. (See offer below.) 


SPECIAL FREE OFFER 


3. Let your regular customers know you 
are one of the first to offer Falcon service— 
tell them when they come in. The word will 
spread fast! 


But always be sure to use and recommend 
Genuine Ford Falcon parts. They’re Super- 
Quality parts in the familiar FoMoCo box 
that means they’re made right, to fit right, 
to last longer. 

And remember, only your Ford Dealer 
keeps a supply in depth of Falcon parts... 
true supermarket stocks priced for super- 
market savings! 


Get your FREE copy of the 1960 Ford Falcon 
Service Tips! 16 pages of detailed information 
on Falcon service tips that can save you hours 
and dollars! Completely illustrated. Full speci- 
fications. Comprehensive instructions. Free 
copies are available at your Ford Dealer’s, 
Stop in and pick one up! 
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HOW TO SPOT AN UNTUNABLE ENGINE IN LESS THAN A MINUTE! 


You can’t tune an engine properly if valves are 
sticky, burned or out of adjustment, rings bad or 
gaskets leaking. All tune-up procedures used to in- 
clude a compression test to check these parts. Today 
this is seldom the case because of the prohibitive 
amount of time and labor involved in making the 
test on modern overhead-valve V-8 engines. Yet 
these engines are affected far more by mechanical 
faults than were the older low-compression engines. 

Power-Chek, exclusive with Heyer Dyna-Vision, 
now solves this problem electronically. Using the 
same three connections as the Dyna-Vision ignition 
test, it instantly spots bad valves, rings and gaskets, 
even bad camshafts or wrong valve timing. A Power- 
Chek is actually better than a compression test, 


Heyer Industries Incorporated, Dept. MA-2 

Belleville 9, N.J. 

[_] Send complete data on Dyna-Vision with Power- 
Chek, including details of easy payment plan. 

[_] Arrange a demorstration at my convenience. 


Name Title 





Company 
Address 


[_] Service Station [] Repair Shop 
No. of mechanics employed 








(_] Dealer 


vl 


because it checks power produced by each cylinder 
while the engine is running. With any other equipment 
of any type, a comparable test takes up to 1 hours. 
Power-Chek does it in less than 1 minute. 

Power-Chek insures you against trying to tune an 
engine that first needs mechanical repair—and 
10-15% of all engines fall in this category. Thus you 
save time and labor, get fewer comebacks, improve 
your customer relations, and sell more parts and 
services. So why buy a scope that checks ignition 
only. Dyna-Vision with Power-Chek provides the 
100% diagnosis you need for really profitable tune-up 
and does the whole job—ignition, carburetion, low 
voltage and compression—in less than 15 minutes. 
Mail the coupon for complete details. 


© 


HEYER INDUSTRIES INCORPORATED 
Belleville 9, N.J. 
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Dealer Training 
and Service in 


nYNA-VISION | 


Weare prepared to sell and train deal- 
ers on a national basis through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 
locations): 


Belleville, N.J. 
500 Cortiandt St.. PLymouth 1-2222 


Boston, Mass. 

7 Jersey St.cccosccess COpliey 7-3159 
Chicago (Oak Park), lil. 

666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
SHadyside 9-1880 


Denver, Col. 

1217 California St.....TAbor 5-5066 
Detroit, Mich. 

15827-31 Plymouth Rd. 


BR 3-5144 
Houston, Tex. 
6821 Academy St... MAdison 3-1442 


Indianapolis, Ind. 
6060 E. Washington St. 
Fleetwood 9-9026 
Los Angeles, Calif. 
833 E. Sixth St.....MAdison 7-9377 


Milwaukee, Wis. 
3222 National Ave. 
EVergreen 4-0787 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-9430 


New Orleans, La. 

7202 Washington Ave...... GA 2214 
Philadeiphia, Pa. 

831-33 N. Broad St...POpliar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


San Francisco, Calif. 
183 Utah Ave.......... JUne 9-5363 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd. PArkview 21-2562 


Dallas, Tex..... Contact Belleville, N.J. 
PLymouth 9-0800 


Dyna-Vision Representatives 


Atlanta, Ga......seeee MElrose 4-4959 
Burlington, N.C........JUniper 4-7239 
Gadsden, Ala.........+. Liberty 6-0100 
Kingsport, Tenn......... Circle 6-2667 
Nashville, Tenn.........ALpine 5-3574 
Phoenix, Ariz......... Amherst 5-6786 
Richmond, Va........+++ Milton 3-7708 
Tampa, Fla...........+. Tampa 47-2494 
HEYER INDUSTRIES INCORPORATED 
Belleville 9, N.J. 
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New Products eeeeeeneeeseee Continued from page 84 


Steck Dispenser 


Merchandising brass fittings and 
fuel lines 


E. Edelmann & Co.: A new idea 
in merchandising brass fittings 
and fuel lines is offered in the 
No. 221 “Buy the Bag” visible 
stock assortment. The dispens- 
ing-display board is made of 
heavy-duty pegboard in blue, 
black and white with a high- 
luster finish to keep it dust-free. 
Assortment consists of 23 bags 
of brass fittings, including double 
compression, inverted flare, sol- 
derless compression and iron pipe 
thread types, and 12 flexible fuel 
lines. Lines are pressure bonded, 
metal braided and sealed in dust- 
free plastic sleeves. The brass 
fittings and fuel lines are sealed 
in plastic bags that keep out dust 
and are in full view. For more 
information write: E. Edelmann 
& Co., 2332 W. Logan Blvd., Chi- 
cago 47, Ill. 


Brake Drum Lathe 


Designed to handle truck work 
and passenger car drums 


Ammeco Tools, Inc.: Production 
of the new Model 5000 Giant 





“Safe-Turn” Brake Drum Lathe 
has been announced. It is de- 
signed to handle heavy truck 
work, yet will turn passenger car 
drums with the speed of a much 
smaller lathe. Among its fea- 
tures are twin boring bar car- 
riages, cross feeds, and controls. 
This allows the operator the 


choice of taking roughing and 
finishing cuts at the same time, 
or a roughing cut and a finish 
grind at the same time. The near 
side cross feed is power fed so 
that it can be efficiently used for 
clutch plate, dise brake and other 
facing operations company 
states. The 4 4 inch diameter 
spindle, with variable feeds of 
from .0025 to .025 inches per 
revolution, feeds in both direc- 
tions. Its speeds of from 30 to 
150 rpm. are dial controlled. For 
more information write: R. D. 
Stevenson, Adv. Mgr., Ammco 
Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, IIl., or 
phone DExter 6-1101. 





Profit Ideas ....... 


Continued from page 49 


Good ideas aren’t easy to come 
by. When they are found they fre- 
quently pay off in peak profits. 
MOTOR AGE, mindful of it’s read- 
er’s needs, has been gathering from 
all parts of the country merchan- 
dising tips and promotions which 
have been found to be successful in 
increasing sales for service sta- 
tions and shops. In many cases, 
garage operators have doubled, 
tripled sales, all because they came 
up with an effective promotion that 
caught on with motorists in their 
communities. 

Planning a major promotion to 
attract new customers or a simple 
program to build good will? Here 
are several rules that should be 
observed. First, plan a campaign 
that is tailor-made for your com- 
munity. Always keep within your 
budget, and attempt to use promo- 
tions which have already proved 
successful. Seek the advice of your 
suppliers, and keep your sales ob- 
jective in mind at all times while 
the promotion is in progress. 

Here are some of the ideas and 
promotions which have proved suc- 
cessful in increasing sales in al- 
most every area of garage opera- 
tion. Some of them may be suitable 
for your shop or station. 














Gas Fillers eeeevevevee ee eee Continued from page 57 


center, either under the license 
plate or above the center of rear 
bumper. 

The Chrysler station wagon lo- 
cates it’s gas filler in the rear left. 
Valiant station wagon locates gas 
filler on the right fender, rear. 
Chevrolet, Dodge, Ford, Mercury, 
Plymouth, Pontiac and Studebaker 
Hawk station wagons have their 
gas fillers located on the left rear 


fender of the station wagon. 


Hood Releases 


Where are the hood releases lo- 
cated? The Corvair, with its rear 
mounted engine, has the hood re- 
lease in the rear of car in the 
center. Corvette, Chrysler, Con- 
tinental, DeSoto, Thunderbird, 
Lincoln, Mercury and Studebaker 
Lark have their hood releases in- 
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RADIATORS! 
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$7,068.10) from eng $10.784 (net profit 
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© can say about our 
vicing equipment is that 
with it and the volume of 
brought us. For instance, 


ur radiator department 


Sidney, Mont., (Pop. 3,987) 


Why send radiator jobs away? Add an extra $8,000, $10,000, $12,000 
or $15,000-a-year with Inland’s factory-method radiator servicing. 


JUST CONSIDER: 


(1) There is an ever-growing number of autos, 


trucks and tractors in your area, (2) Modern cooling-system pressures 
have been increased to the point where radiators require far more 


frequent servicing. 


INVESTIGATE — Have us mail you full details: 


® Photos and statements from Inland-equipped shop owners, 

@ Inland’s “Pays-For-itself’’ payment plan, 

® Iinland’s free factory school which trains you or your man quickly, 
@ Inland’s proved merchandising and selling helps. 
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New free 48-page book, “Blueprint for a FIRM 





Profits,” tells about many making 
an EXTRA $8,000 to $15,000 a year 
servicing radiators. Complete with 
illustrations, descriptions and prices of 
required equipment. Popular “‘Pays- 
For-Itself"’ purchase plan. Invest a 
minute to mail the coupon —the re- 
wards can be amazing! Send today! | 


INLAND MFG. CO., 1108 Jackson St. 
Dept. MA-2, Omaha 2, Nebr. 
“SOLD EXCLUSIVELY BY MAIL” 
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side the car in the passenger com- 
partment, on the left side. The Im- 
perial has the hood release on the 
right side of the dash. All other 
cars have the hood releases lo- 
cated on front hood, center. 


Oil Dipsticks 

Once the hood is up you will 
want to check the oil dipstick, and 
the automatic transmission dip- 
stick for your customer. The oil 
dipstick for Buick, Chevrolet 6, 
Pontiac, Rambler V-8 and Stude- 
baker V-8 is located at the right, 
center of engine. The Corvair with 
its rear engine has the oil dipstick 
located on the right, center. Olds- 
mobile has its dipstick on the right 
side of engine, rear. Corvette has 
the oil dipstick located on left, 
rear of engine. Cadillac, Chevrolet 
V-8, Dodge 6, Ford Falcon, Plym- 
outh 6, Rambler-American 6, 
Studebaker 6 and Chrysler Valiant 
have the oil dipstick located on the 
left side of engine, center. 


Dipstick on Left Side 


Those cars locating the oil dip- 
stick on the left side, front of en- 
gine are Chrysler, DeSoto, Ford, 
Imperial, Plymouth Golden Com- 
mando and Thunderbird 352 V-8. 
Also, Dodge’s V-8 Matador, Polara, 
and Phoenix D-500. Cars that have 
the oil dipstick located in the right 
side, front of engine are Conti- 
nental, Ford 292 V-8, Lincoln, 
Mercury, Plymouth V-8 and 
Dodge’s Phoenix, Pioneer and 
Senaca models. 


Automatic Transmission Dipstick 


Automatic transmission dip- 
sticks are located on the right side, 
rear of the engine for all models 
with the exception of the rear en- 
gine Corvair and the Studebaker 
Silver Hawk. The rear engine Cor- 
vair will have the transmission 
dipstick located on right side of 
engine, forward. The Studebaker 
Silver Hawk has the transmission 
dipstick located under the floor 
mat in the driver’s compartment. 





“Are you insinuating that this 
man would steal?” the defense at- 
torney asked. 

"Oh, no sir," replied the witness, 
"I'm simply saying that if | were a 
chicken, I'd roost high in the tree.” 
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There’s nothing like a new car———unless it’s the outstanding opportunities that 
exist right now to sell a lot of them! You see, American families these days have 
more disposable income than ever before. What’s more, this trend is just beginning. 
For the next ten years, authorities predict income and living standards far beyond 
what we witness today. 


To help General Motors dealers continue: to share in this expanding economy, 
GM is currently running a dramatic advertising campaign. Advertisements such 
as the one reproduced will appear in full color to remind folks of the fun they 
can enjoy only with a new car—of the excitement, pleasure, comfort and safety 
—and of the fact that nothing else will return so much over so long a time as 
will their investment in the outstanding new styling and engineering features of 
the 1960 GM cars. 


Millions of new car prospects will see these exciting advertisements in leading 


national publications. Watch for these advertisements. They’re more reasons why 
it will be great to be a GM dealer in the Sixties! 


FOR FAMILIES WHOD RATHER DO THAN DREAM 


GENERAL MOTORS 


GO GM FOR 60 


CHEVROLET PONTIAC OLDSMOBILE - BUICK . CADILLAC - ALL WITH BODY BY FISHER 
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~ PUROLATORS 


- includes the new $2950. 


This nationally advertised 

$285° SCHICK ELECTRIC RAZOR 

costs you nothing 

when you buy the 1960 Purolator Bonanza deal 


We’// be helping you sel/ Purolator filters all spring 
in LIFE... LOOK... and THE SATURDAY EVENING POST/ 





960 BONANZA 


SCHICK 3-SPEED RAZOR! 


Here’s how you get your $2950 SCHICK 
3-Speed Shaver at no extra cost! 


‘Buy the Purolator Bonanza refill assortment 
of 30 fast-moving filters for $4777, 


of Included right in the same package is your 
$2850 Schick Shaver. 


Order from your Purolator Supplier today... while they last! 


“Purolator” Reg. U. S. Pat. Off. 


“a, The Standard Equipment Line 


PUROLATOR 


OIL, AIR & FUEL FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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MALSBARY 
HANDY 


Caster mounting, plus hose and gun rack, permit use of oil-fired Handy 
Dandy anywhere in shop or yard. Gas-fired, stationary model also available. 


Puts Mconey in wour Pocket 


The budget-priced Handy Dandy steam cleaner costs so 
little it quickly pays for itself in extra earnings from clean- 
ing engines, parts, underbodies, fleets, used cars. Try it! 
You'll find it delivers cleaning pressures the equal of 
cleaners costing up to double its low price. 


Handy Dandy is built by Malsbary, the recognized leader 
in steam cleaning equipment. Anyone can operate it. To 
regulate cleaning blast, you simply set burner control to 
desired pressure — then open cleaning gun valve. Malsbary 
orifice-in-nozzle assures you hard-hitting solution stream 
without bellowing or work-hiding fog. 


This simple, dependable Malsbary Handy Dandy puts you 
in the cleaning business at the lowest possible operating 
and maintenance cost. Nation-wide network of authorized 
sales and service centers — there’s one near you. 


See for yourself how much the Handy Dandy can 
do to put extra money in your pocket. Ask your Malsbary 
dealer for a try-and-buy trial now...or write us. 


MANUFACTURING CO 





Soldering ........ 


Continued from page 55 


As the metal surface is torch- 
warmed (this helps the flux pene- 
trate into the metal pores), apply 
the flux and solder mixture. While 
still applying the torch heat, rub 
the mixture into the metal surface 
with a clean piece of steel wool. 

After the surface is wetted 
(tinned), then additional solder 
can be applied to cover the surface 
desired. The solder bar contains 5 
per cent antimony, 0.5 per cent 
arsenic, 3 per cent tin and balance 
made up of lead. The bar should 
be heated by the torch just enough 
to allow it to form a pliable paste. 
NEVER heat it until it melts. It 
would then separate the other com- 
ponents added to the solder com- 
pound to make it pliable. 

Keep the torch flame passing 
across the area to be filled. This 
keeps the solder in a plastic state 
(NOT in a fluid state). 

To aid in spreading the solder 
over the working surface, use a 
tough cloth, or as most men pre- 
fer, a maple wood paddle. If a 
paddle is used, coat its face in 
refined mutton tallow or laundry 
soap. This allows the tallow or 
laundry soap to be cleaned off the 
surface prior to painting. After 
the surface is filled or contoured, 
then the metal can be filed and 
sanded. Now you’re ready to paint. 





CALENDAR OF 
COMING EVENTS 


Feb. 17-22—10th Anniversary Show, 
“Autorama”; Conn. State Armory, 
Hartford, Conn. 

Mar. 10-13—Pacific Automotive Show, 
City Auditorium, Denver, Colo. 


Mar. 12-13—Ohio Automotive Whole- 
salers Assn. convention, Southern 


Hotel, Columbus, Ohio. 
Mar. 24-—27—Southwest Automotive 


Show, Automobile Bldg., State Fair 
Park, Dallas, Tex. 


April 16-24 International Automobile 
Show, New York City. 

Apr. 23—Aut tive Wholesalers of 
Okla., annual convention, Skirvin 
Hotel, Oklahoma City, Okla. 

May 1-3—Michigan Auiomotive 
Wholesalers Assn., annual convention, 
Pantlind Hotel, Grand Rapids, Mich. 
May 8-13—ASIA management insti- 
tute, University of Illinois, Champaign. 


May 20-22—New Jersey Automotive 
Jobbers Assn., convention, Colony 
Motel, Atlantic City, N.J. 
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BIG NEWS FROM AP 


HEAVY-DUTY 


68” MUFFLER GUN 


PLUS 3 EXCLUSIVE CHISELS 
FREE when you buy 5 fastest-selling AP mufflers at retail price 


ae 
ee 
¥ 7. 

® 


~ 


OUTSIDE CHISEL 


—— >a —— 


“CUT OFF" CHISEL 


Patents applied for on chisels tal fad ia Ee 
Tired of losing muffler customers who can’t wait? Tired of 15-MINUTE MUFFLER INSTALLATION MANUAL 


turning down big, high-profit jobs because they take too ; 
much time? AP’s Free heavy duty muffler gun, with three YES, | want to learn how to install mufflers 
exclusive chisels, is your answer. Unconditionally guaran- in 15 minutes. 
teed against defective materials and workmanship for one [] Please send me FREE AP Muffler Serv- 
year, this tool can cut your muffler installation time to ice Manual, worth $1.50, telling me how 
minutes —can start making you more muffler profits to do it. 
immediately. Turn the page for more information. [] Please send me without obligation more 
information on AP’s FREE Pneumatic 36 fully illustrated 


pages of instructions 
Muffler Gun. enable you to beat 


PLEASE PRINT OR WRITE CLEARLY all types of compe- 


Name. 


THE AP PARTS CORPORATION Company 
3-0 AP Building, Toledo 1, Ohio Address 


City _Zone. State 














WORLD'S LARGEST MANUFACTURER OF REPLACEMENT MUFFLERS 
Check type of business: (1) Repair Shop; 1) Service Station; Car Dealer; D) Other. 


FORM NO. A-232 PRINTED IN U.S.A. My Wholesaler is Wholesaler Address. 














HOW TO SAVE TIME AND MAKE MONEY WITH THE AP PNEUMATIC GUN 


3. To save muffler but re- 
place tailpipe. Cut off pipe 
near muffler with cut-off 
chisel as in (1); then use 
“inside chisel” to slit pipe 
inside muffler nipple. 


1. One of the three chisets 
provided with AP muffler 
gun is a “cut-off chisel." Use 
this to cut tailpipe in half. 
Cuts like a knife through 
butter. Will not freeze or 
balk even when cutting two 
layers of steel. 


4. Great for those hard-to- 
get-at places. AP muffler 
gun gets everywhere on 
every job. Zip through 
clamps, brackets, mufflers, 
pipes. Has many other uses 
in shop. 


2. To peel back muffler 
nipple from pipe (when you 
plan to save tailpipe and re- 
place muffler only). For this 
operation, use ‘‘outside 
chisel." 





READ WHAT OTHERS SAY ABOUT 
THIS GREAT MUFFLER TOOL... 


“I've tried everything for re- 
moving mufflers, but this 
has ‘em all licked. The time 
itsaves meon labor is money 
in my pocket.”—Bob Braun, 
BRAUN BROS. SINCLAIR, 


Flourtown, Pa. 


BUSINESS REPLY MAIL 


NO POSTAGE 


STAMP NECESSARY IF MAILED IN THE UNITED 


Postage will be paid by — 


“Removes even hard-to- 
reach mufflers and pipes in 
minutes. Now | can beat any 
competition. I’m sold.”—Bill 
Cobb, W. H. COBB SHELL 
STATION, Toledo. Ohio. 





YOUR 5 MUFFLERS AND AP MUFFLER 
GUN COME TO YOU NEATLY PACKAGED 


IN THIS ONE CARTON 


When you order your five fastest-selling 
AP Mufflers at retail price you get the $68 
AP muffler gun FREE, and the whole works 
—mufflers, tool and three exclusive cutting 
chisels—comes to you in this one con- 
venient carton. THE AP A60 PROFIT PAK. 











FIRST CLASS 
PERMIT NO. 856 
TOLEDO, OHIO 








TATES 


THE AP PARTS CORPORATION 


3-0 AP BUILDING e 
Attn: Advertising Mailing Department 


TOLEDO 1, OHIO 


and mail today. 


Sa aie cia ache nianenaeeel 


MAIL TODAY 


POSTAGE-PAID 
ORDER CARD 


Tear out this card on the perforations, 
fill in the requested information on the reverse side, 





Air Conditioning .. . 
Continued from page 45 


stallation. Use attachment screws 
and torque as specified. 

Install the suction and modu- 
lator valve assembly to fender side 
shield. Some models require an 
adapter bracket for making this 
installation to avoid interference 
with the existing parts on the 
fender. Use attaching screws and 
parts, then connect temperature 
and control cable to modulator 
valve control lever and adjust 
later. 

Next, install condensor and 
liquid receiver. Normally the re- 
ceiver should be fastened directly 
to the condensor. The steel tube 
assembly is connected to the two 
parts. Some models require re- 
ceiver to be mounted up under the 
fender or in the engine compart- 
ment, along side of the radiator. 

In this case a special tube and 
hose assembly will be required to 
connect the upper receiver fitting 
to the lowest condensor fitting. 
Also, special brackets may be re- 
quired to fasten receiver in the non 
standard location. 


Connecting Refrigerant Hose 


Connect hoses between major 
components. Use care in making 
connection to support fittings with 
a wrench and avoid twisting hose. 
Allow siack in hose from engine 
to body to allow for engine vibra- 
tion. It will be found helpful to 
use a slight amount of refrigera- 
tion oil on fittings to aid in seal- 
ing, and to avoid twisting of tub- 
ing or hoses. 

Do not remove hose and caps 
until time of attachment. Hoses 
must be clamped carefully and in 
adequate number of places to 
avoid hanging down below frame 
level of car, coming in contact with 
exhaust system, or chafing against 
sharp edges. 

Avoid sharp bends in hoses, and 
use grommets furnished where 
hoses pass through sheet metal. 
Use precautions when testing sys- 
tem, open all refrigerant line 
joints cautiously, wear goggles, or 
wrap joint with cloth to avoid 
liquid from spraying in the eyes or 
on the skin. 

If liquid does hit skin always 
wash area immediately with clean 
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water, apply medicinal mineral oil 
and see a doctor immediately. 


Evacuating the System 


Attach refrigeration vacuum 
pump and vacuum gage to the dis- 
charge valve gage port. Evacuate 
the system to 28 inches of mercury 
gage reading. The discharge valve 
stem should be turned clock-wise 
and remove the pump. If a vacuum 
pump is not available, the com- 
pressor itself may be used as a 


vacuum pump. Screw in the dis- 
charge valve stem until it seats, 
be sure the discharge valve gage 
port cap is off. Then start the en- 
gine and run at idle speed for 
about 5 minutes, until air stops 
flowing from the gage port, and 
vacuum gage connected to suction 
valve gage port reads 28 inches of 
mercury. Reinstall the cap dis- 
charge gage port, and then shut 
off the engine. Now back out 

Continued on page 113 








a & D-IZE has THE ata for 


you — a 7-point program developed by 
your wholesaler and P&D to get your 
share of business—and PROFIT—for 
you from Ignition Tune-Ups—the most 
profitable part of all automotive serv- 
ice business. 


With P&D and your automotive whole- 
saler backing you, you can’t lose—the 
world’s finest ignition parts and 
electrical equipment, trouble shooting 
manuals, clinics and schools, and the 
P&D-ize 12 months warranty. It’s a 
deal you shouldn't miss! Get in touch 
with your P&D wholesaler for the com- 
plete P&D-ize Tune-Up Program or 
write us NOW! 


There is a P&D cabinet 
and stock to fit all service 
station, garage and fleet 
owner needs. 


le ERO 


PaD MANUFACTURING CO., INC. 


STARTING - LIGHTING - IGNITION 


19-02 STEINWAY ST., LONG ISLAND CITY 5, N. ¥.) 
Export Seles Borg Worner Internahonal, 36 So. Wabosh Ave. Chicago 3. il 
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Speed work, 
cut costs with 
B&D accessories 


Every job goes faster when you 
use the right tool . . . and the ac- 
cessories built for that tool. 


With over 2,000 ac- 
cessories in the line, 
you’re always right 
when you buy 
B&D because Black 
& Decker has the 
right one for every 
application. 


WIRE WHEEL 
BRUSHES 


So remember... 

whether your need 

is Vibro stones, 

net 2 Soueeee 
grinding wheels, 

polishing pads or 

any other accesso- 

ry for a Black & 

Decker tool . . . call 

Bhi vet your local Black & 
sceew Decker Distributor. 


ORIVER 


sits He stocks ’em all. 








ACCESSORIES DESIGNED FOR THE TOOL 


100 





Comet eeeeeeeeeeeeeee e e Continued from page 37 


either as a standard model or with 
optional trim. Optional trim in- 
cludes bright window moldings, 
contour seats, more luxurious up- 
holstery, and carpeting. 

The body is of fully unitized con- 
struction with bolted-on front fen- 
ders. One of its distinctive features 
is a thin, flat roof. This gives the 
entire car the Thunderbird styling 
effect. Weight reduction was a 
primary objective. Sufficient 
strength is provided by the wind- 
shield, backlight, and roof rail to 
allow for a minimum of roof rein- 
forcements. Doors are thinner, 
garnish moldings are made inte- 
gral with door inner panels, and 
aluminum is employed for orna- 
mentation wherever possible. 

Lower weight also is promoted 
by using special galvanized sheet 
for structural members in the un- 
derbody area, including rocker 
panels, rear body framing, and 
floor pan channels. At these points 
the Comet has components of 
lighter gage with equivalent dura- 
dility. 

Without going into point-by- 
point detail it is our understanding 
that all of the major mechanical 
components and elements of the 
Comet are the same as in the Fal- 
con. The engine is the same; has 
the same 90-hp rating. The three- 
speed manual shift transmission is 
the same; so is the optional two- 
speed automatic drive. The front 
suspension system is similar ex- 
cept for the coil springs. 

At the rear the leaf springs are 
50 inches long, two inches wide, 
with leaves separated by full 
length butyl liners. Rear springs 
are soft-mounted with a two-inch 
diameter rubber bushing at the 
front eye, a 1% inch diameter 
bushing at the rear eye. Spring 
rate at the rear is 80 lb./in. An 
optimum rear geometry has been 
developed to provide 5.5 per cent 
understeer. 

The rear axle too is the same as 
for the Falcon, except that gear 
ratio is 3.56 to 1 for both the three- 
speed manual transmission and the 
two-speed automatic drive. 

Shipping weight of the four- 
door sedan is 2411.6 lb.; curb 
weight is 2518.56 lb. This is 1254.6 


Ib lighter (curb weight) than the 
4-door Ford Fairlane. 

Engine specifications are: Bore 
3.50 inches, stroke 2.50 inches, dis- 
placement 144.3 inches. With com- 
pression ratio of 8.7 to 1 the en- 
gine is rated 90 hp at 4200 rpm. 
Torque is 138 lb. ft. at 2000 rpm. 
The engine is of six-cyclinder over- 
head valve type, operating on regu- 
lar fuel. 

Tires are 6.00 x 13 inches, four- 
ply, same as on Falcon. 

It is noteworthy that the Comet 
has distinctive styling and a big 
car look. Despite the fact that the 
passenger compartment has the 
same dimensions as does the Fal- 
con, the car is longer over-all and 
has entirely different styling treat- 
ment both at the front and rear. 

Brakes are of duo-servo type, 
simplified mechanically by having 
30 fewer pieces than in the cur- 
rent Ford car. 





Outdoor Service Dept. .... 
Continued from page 43 


them” according to service manager 
Ernest C. Bowman. He adds that 
while the car is on the rack it is easy 
to point out to the customer other 
things that need to be done to the 
car. 

Other “outside” operations of this 
company include a used car area. 
New trucks also have a lot area for 
display. All areas are paved. Cano- 
pies and shade trees are utilized to 
give an “outdoor” showroom flavor. 

Hough Chevrolet has a big volume 
operation. It handles an average of 
60 repair jobs a day. This takes con- 
siderable dispatching to keep things 
moving and service customers 
happy. 

The concern employs nine top- 
notch mechanics, three metal men 
and two expert lubrication men. 
There is also a janitor and a man 
to aid in parking and moving cars. 

Mechanics work on a 50-50 per- 
centage basis. Do they like the “open 
air” type of operation? “Turnover 
is small’ reports service manager 
Bowman. He himself is a darn good 
example of loyalty to the firm. He’s 
been with the firm since its founding 
—in 1925. 
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B&D H.D. Sander-Grinder 


Choose the sanding method you prefer- 


a) 


Me 


oa % ; 
od % 
A, 
- 
@ 


B&D Feather Edger 


ol dae 


there’s a B&D tool to suit your needs! 


Whatever your sanding job—from cutting out 
to smooth, ready-to-paint surfacing—there’s a 
Black & Decker Heavy-Duty Sander to do it 
faster, smoother—yes, even dustless! 

Many body men, like yourself, find they’re 
making more of the long, green stuff turning 
out work faster, getting more jobs in the shop 
with B&D tools in hand. 

So, whether you prefer disc, belt or orbital 
sanding you'll find exactly what you want in 
the Black & Decker line. And for getting in 








Chilton's MOTOR AGE @ February 1960 


close on those high-sweep fins there’s nothing 
like a B&D Feather Edger or Belt Sander. 

For the sanding job of your life, see a demon- 
stration soon. Call your local jobber or mail 
coupon today! 


Tue Brack & Decker Mrec. Co., Dept. 5102 
Towson 4, Maryland (In Canada: Brockville, Ont.) 


0 Please arrange a demonstration of..................---------+----. 


O Please send additional information on 








O Vacuum O Polishers 


Cleaners 








Service Station Volume e © e « Continued from page 53 


risen from the first year average of 
8,000 gallons per month to his pres- 
ent average of 25,000 gallons per 
month! 

Not being content to just pump- 
ing gas is the reason for the serv- 
ice station’s popularity in the com- 
munity where it is located. The sta- 
tion is at all times kept up-to-date 
with the latest inovations in shop 
equipment. Featured in the service 
department is equipment for front 
end work and headlight testing. 

Two kinds of tune-up equipment 
are used. Front end work, brake 
work and tune-up are the three most 
featured services offered. They also 
produce the most profit. There is a 
supply of at least 50 sets of brake 
linings in stock at all times. In re- 
gard to good quality equipment, 
Baraky says, “If you don’t have the 
right equipment, you don’t see the 
customer back at your station a 
second time.” 

Strict good shopkeeping rules are 
observed at Baraky’s station. De- 
spite the heavy traffic in and out of 
the bays, you will find it clean and 


orderly at all times. This is attrib- 
uted to the good shopkeeping prac- 
tices of all employees. They make 
sure that all hand tools are cleaned 
immediately after use and returned 
to the tool cabinet. Plenty of stor- 
age space is provided for all these 
tools. When a car is removed from 
the bay, the work area is immedi- 
ately swept clean. Any grease or oil 
spots are removed. Each new job is 
thereby started in a clean bay. 

Any scrap item removed from an 
automobile such as tail pipe, muf- 
fler, etc. is removed from the build- 
ing so that they will not clutter the 
work areas. 


Floor Is Scrubbed 


Every evening the work bays 
floor is scrubbed with cement soap. 
All tools and equipment are double 
checked for cleanliness and proper 
storage. One day a week is general 
clean-up day at Baraky’s service 
station. Everything is removed 
from shelves. Shelves, merchandise, 
and tools are all given a very 
thorough cleaning. 

The outside of the service sta- 


tion is kept just as clean as the in- 
side. All curbing and islands are 
kept freshly painted all year around. 
Two outside tire cabinets produce a 
massive display of tires. The station 
is on a corner location with a long 
driveway and parking accommoda- 
tions for thirty automobiles. 


Sure-Fire Combination 


More and more service stations 
such as Baraky’s are now doing 
minor and major repairs in addi- 
tion to pumping gas and selling 
TBA items. When they have a good 
location, good equipment and prac- 
tice good shopkeeping they are a 
sure-fire combination to increase 
their sales and services. 

Does your station offer your cus- 
tomers complete service? If not, you 
may be losing customers to your 
competitor who does! 





Lucy: “Grandma, which do you 
think helps a girl to get married, 
beauty or brains?” 

Grandma, “Well dearie, put it 
this way: most men can see better 
than they can think.” 





A pair of new shocks is not enough— 


INSTALL FOUR GOLDEN GLIDES 


Four Worn Shocks. White light on front and yellow on rear create 
visual pattern of car movement. With all four shocks worn, light pattern 
reveals violent pitch and bounce at front and rear of car. 


Drawings are a literal representation 
of actual body motion on the type of 
road surface shown. They are graphic 
proof of the need to replace all four 
shocks for a balanced ride. 





With suspension system changes, 
and the demand for greater sta- 
bility, it takes four new shocks 
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to give your customer the ride 
control that was originally engi- 
neered into his car. 

Sell a set of four premium Golden 
Glides. They give the velvet- 
smooth balanced ride that has 
made Golden Glide with Auto- 
matic 3-Way Action famous. They 
give you profits that make every 
sale well worth your while. And 


New Front Shocks Only. Front shocks only have been replaced with 
Golden Glides. Notice improved ride of front end. Weak shocks in rear 
still transmit impacts to body, causing bounce. 


if you sell prospects up from 
standard to heavy duty Golden 
Glides for heavier cars and station 
wagons, you earn still more. 

Get the complete Golden Glide 
Balanced Ride story from your 
jobber—how-to-sell booklet, post- 
ers and other sales aids that 
will help you close sales faster 
and oftener. Call him today. 
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GM Develops New 
Warning Buzzer 


A warning buzzer to notify mo- 
torists when their cars are too close 
to the pavement edge was demon- 
strated recently before Highway 
Research Board. Developed by Elec- 
tronics-Instrumentation Depart- 
ment, General Motors Research 
Laboratories, the Electro Lane is 
analogous to the “beam” by which 
aircraft pilots maintain course from 
one airport to another. 

Albert F. Welch, head of Elec- 
tronics-Instrumentation, said the 
Electro Lane is a simple low fre- 
quency (2 kilocycle) electro-mag- 
netic device that could be installed 
easily in or beside any paved road at 
relatively low cost. The road system 
could be powered either by 12-volt 
batteries or an alternating current 
power line with 12-volt batteries for 
takeover in event of power failure. 
It works this way: 

Low frequency wires parallel 
either side of the pavement or in 
case of two-lane two-way roads, one 
wire could be beside the pavement 
on the right and the other laid in 
the center or divider strip. The 
wires in effect create an electrical 
fence. 

Cars are equipped with ferrite 
core pickup coils hanging from 


The five pretty maids—all in a row—are standing on a car seat pad 
which is one of a new line of Air-Flo seat = made by Seats, Inc., 


of Reedsburg, Wis. The ventilating core o 


this new product is TRI- 


LOK (a product of U.S. Rubber Co.). 





either side of the front bumpers. 
Whenever a car veers or drifts to- 
ward the right pavement edge or 
center strip to the left, one or the 
other of the pickup coils come within 
2 to 3 feet of the buried wire loop. 

The coils pick up electrical signals 
from the wire. These are boosted by 


a transistorized amplifier until they 
activate a buzzer on the car’s instru- 
ment panel. Welch said it would be 
possible to use a two-tone buzzer, 
one tone signifying the car is head- 
ing off the pavement, the other in- 
dicating the car is running too close 
to the right side of the pavement. 





FOR A BALANCED RIDE! 


New Rear Shocks Only. Back shocks only have been replaced with 
Golden Glides. Rear of car rides smoothly, but weak shocks in front 
cause car to bounce and dip; can even cause loss of control. 
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Automatic 3- 
Way Action 
Automatic 3 Way 
Action of Golden 
Glide adjusts in- 
stantly to(1) 
smooth; (2) nor- 
mat; and (3) 
rough roads, 
keeps wheels 
clinging to road 
surface, mini- 
mizing bounce 
between bumps. 


Standard 


Four Golden Glides. Car now has four new Golden Glides. Front and 
rear of car now ride much more smoothly and under complete control, 
with wheels clinging to road between bumps. 


THE GOLDEN GLIDE 


SHOCK ABSORBER CO. 
Cleveland 15, Ohio 
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LEE NATIONAL ADVERTISING IS SELLING 14,000,000 PEOPLE FROM COAST 
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DUAL ACTION 


LEE FILTER DUAL-ACTION ASSURES 
GREATER CLEANING ACTION 


First, with Feridium Anode, the Lee Resinweld Oil Filter re- 
moves all sludge and acids, too...assuring finer engine perform- 
ance. Lee Gas Filters filter both gas and moisture. The Lee 
flame-proof air filter prevents underhood fires. That’s why Lee 
is fast becoming the first name in filters all over the country. 
Lee is making more customers every day...and Lee holds them 
for you, too, with unparalleled performance records. 


LEE FILTER GIVES THE DEALER A 
CHOICE OF 3 GREAT STERLING DEALS 


With every 30 Lee Filters 
you buy Lee gives you a 
gorgeous Sterling Silver 
glass lined Salt & Pepper 
shaker worth $9. retail. 


With every 30 Lee Filters you 
buy Lee gives you a beauti- 
ful Sterling Silver Lighter 
worth $9. retail. 


HERE’S THE DEAL: 


30 LEE LIST With every § 1 
y 30 Lee Filters you 
FILTERS 82.00 37.57 buy Lee gives you exquisite 
Sterling Silver Candlesticks 


YOUR PROFIT worth $9. retail. 
Plus your 
$45 23 Sterling Silver 
bonus 
a worth $9. 


TO COAST IN SUNDAY SUPPLEMENTS COVERING 27 MAJOR MARKETSI 
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NEW YANKEE LAMP! 


WITH YANKEE’S NEW flush-mounting No. 79 Clearance 
Lamp, you change bulbs without removing screws to save 
replacement time. A simple twist with a screwdriver releases 
the plastic lens from its exclusive non-rolling retaining ring. 
The lens snaps back on—will not vibrate off! The new 79’s 
rustproof die-cast housing has a rubber grommet to prevent 
wire chafe, and its two bulbs operate independently (one 
stays lighted if the other burns out) for added protection on 
the road. The YANKEE 79 meets new S.A.E. requirements 
and is approved in all states where required. See it today at 
your YANKEE Distributor or write for a free catalog sheet, 


All Yankee Products Are Unconditionally Guaranteed 


Lamps, Mirrors and Signals 


For Cars and Trucks 


YANKEE METAL PRODUCTS CORPORATION 
NORWALK, CONNECTICUT « TORONTO CANADA 
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Bucks from Trucks.......... 
Continued from page 39 


Within the first few months total service volume 
shot up by 40 per cent. Today, the truck department 
accounts for more than 75 per cent of Long’s total 
service dollar volume. The parts department, more- 
over, has realized a 35 per cent increase in over-the- 
counter truck parts sales to wholesale accounts. 
These include not only service stations and repair 
shops, but large self-service fleet operators. 

The block-long shop, occupying more than 15,000 
sq. ft. of space, is so equipped that it can handle al- 
most any type of truck on the road today, from pickup 
units to heavy tractors. Well planned to permit easy 
flow of traffic inside, the rectangular-shaped shop 
is split up into working sections. They are separated 
by a 20-ft. wide aisle running the length of the build- 
ing, with entrances at either end. One section is de- 
voted exclusively to heavy repairs, such as engines, 
transmissions and axles. The other is for lighter re- 
pairs, tune-up jobs and such. 

“There isn’t a job we can’t handle,” claims W. C. 
“Lefty” Mann, service manager. “One of our biggest 
advantages over a lot of other shops,” Mann points 
out, “is that we are equipped to service any make of 
truck.” 

This, of course, is highly important to fleet opera- 
tors who maintain an assortment of truck makes and 
sizes. They don’t need to tie up their vehicles at a 
number of shops which specialize in only one make. 

Another success story on truck servicing is the 
thriving repair shop of Smith & Kerber, F-W-D dealer- 
ship, located in Broomall, Pennsylvania. I. Newton Ker- 
ber and James L. Smith started in partnership in 1954 
as a two man operation. Truck repair work has become 
an increasingly profitable business. It is preferred 
above passenger car repair work by the mechanics. 
They now employ a force of over 10 men, who handle 
the ever increasing volume of truck and car repair 
work, inspections, body and paint work. It is indeed a 
volume shop doing a volume business! 


Variety of Repair Jobs 


What kind of repair work do they do? Actually all 
types of light and heavy repair work on trucks, cars 
and buses. Parked outside, waiting for repairs or 
waiting for the owner to pick up his car or truck is 
a hodge-podge of trucks, tractors, delivery and pickup 
trucks. This place looks and is busy. Sometimes the 
men will work past midnight to finish a rush job on a 
truck that is needed the next morning. They know 
that a laid up truck is losing money for its owner, 
and must be put back into operation as soon as pos- 
sible. 

In the early days of the partnership, Smith & Ker- 
ber would sometimes work from 7 a.m. in the morning 
to 8 a.m. Business grew rapidly. More mechanics and 
helpers were hired to handle this increasing volume 
of truck and car repair work. In 1957, a body paint 
shop was built next to the repair shop. 

The latest in spray and paint equipment was in- 
stalled. The specially made spray booth boasted the 

Continued on page 110 
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LIFE GUARD 
com mmiutator 


For top efficiency and long brush life Ingersoll-Rand’s 
exclusive design features a safety stop on brush holder 
to keep spring from contacting or damaging commu- 
tator and burning out motor. Commutator can be 
dressed while tool is operating, simply by removing re- 
verse cap. Wider commutator bars permit wider brushes 
and more brush area. Look for these red @ ball extras 


IMPACTOOL 
Size 5U-HD, 2” Drive 


another red ball extra 


S Dirt-Sealed Trigger. Plunger-operated switch is 
sealed tight from dust and dirt. Another I-R 
exclusive. 


a “Cuss-proof” Socket Retainer. Sockets can’t fall 
off accidentally, but strong, spring-held retainer 
can be easily replaced. Another |-R exclusive. 


best design—biggest line 


.) Sealed Nose Bumper. Exclusive |-R rubber guard look for the red ae ball extras 
seals out dirt in addition to protecting impact 


mechanism. 


J 
@ winive mnie wn Ingersoll-Rand 


specifically for rugged Impactool duty. 11 Broadway, New York 4, N. Y. 


* T-Anvil Drive. Unlike other types, provides true 
radial blow with maximum power transmission. 
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UP YOUR SPRING SERVICE BUSINESS 


WITH THIS B ' 


FROM LOOK MAGAZINE 














One out of every three motorists in These motorists—and they’re all 
your service area will see around you in your community—will 
beginning May 10 in LOOK an have a compelling reason to drive 
unprecedented blockbuster ad—a into the service facility offering the 
spectacular full-color center “Car Care Test” featured in the 


spread and 12-page “Car Owner’s 12-page LOOK booklet because: 


2 ” 
Companion” sponsored by these © this specially-edited “Car Owner's 


branded BIG BOOST sponsors, Companion” will educate motorists to the 
well-known to you and to urgent need for caring for their car with the 


your cus bomnewn » quality products and service you sell, and 


AP MUFFLERS @ when they take the “Car Care Test”’ they 


ELECTRIC AUTOLITE BATTERIES will be eligible for the bargain-priced jumbo 
ELECTRIC AUTOLITE SPARKPLUGS 


GABRIEL SHOCK ABSORBERS beam, blinker type 6-volt Safety Lantern 
PUROLATOR AIR & OIL FILTERS which the blockbuster LOOK ad describes 


THERMOID BRAKE LININGS 
TURTLE WAX as a necessity for every vehicle. 








You will be the dealer who gives 
the “Car Care Test” because every 
BIG BOOST manufacturer’s 
representative can give you free 
colorful display material that 
ties right to the LOOK ad and 
announces to every motorist 
that YOU are a “Car Care Test” 
Dealer ... that you offer the 
check that means the Giant 
Safety Lantern eligibility. 





“This is the spectacular, full color, center 
spread and 12 page “Car Owners Companion” 
your customers will be seeing in LOOK begin 

. ning May 10th. Be sure you're ready to give 
the recommended Car Care Test.” 












WHAT TO DO NOW. . - Contact 


your BIG BOOSTER salesmen right away. Order 
now ample stock and the display material that 
sets you up for the BIG BOOST in service business, 
Be ready when the BIG BOOST comes! 


AT THE A.S.|. SHOW 
IN THE NEW YORK COLISEUM... 


See the giant LOOK “BIG BOOST” display in Booth #4015-#4017. 
Make sure right there you get your share. 


LOOK—where the BIG BOOST sells quality products .. . BIG 


now—a ratchet of 


revolutionary design 


No other ratchet can claim the sleek, 
rugged design of this new Herbrand 
series, It has fewer parts, an extra- 
wide multiple tooth pawl for added 
strength—and a brighter, more durable 
full polish finish that retains its new 
appearance indefinitely. Built for life- 
time service, this ratchet is truly a 


work horse. 


stronger 


tear-drop design reaches 
restricted areas 


extra 


short angle 


bite 


NYY 
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HERBRAND DIVISION 


THE BINGHAM-HERBRAND CORPORATION 
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FREMONT, OHIO 


Bucks from Trucks .. . 


best in lighting and ventilation 
equipment. The booth was built 
large enough to hold trucks and 
cars. Three body shop men and one 
helper man this money making de- 
partment. 


Build Enviable Reputation 


Smith & Kerber have built an 

enviable reputatien for good serv- 

ice work among the local popula- 

tion, merchants and truck owners 

in the surrounding area. They be- 

came and F-W-D Truck Dealer- 

ship in 1958. They service the 

Broomall fire trucks which were 

purchased from the company they 

represent and also many of the 
other service trucks in that com- 
munity. 

Truck work has always been 
stressed at this busy shop. They 
have the heavy equipment neces- 
sary for the repair of any type 
truck, large or small. They haven’t 
turned a truck job away yet, that 
they couldn’t handle _ properly. 
Their shop also repairs all the oil 
delivery trucks of the local oil de- 
livery company. Smith & Kerber 
are seeking a service repair con- 
tract with the local telephone com- 
pany to service its emergency 
trucks. They are not shy in asking 
for truck business, and they follow 
up any and all leads, by personal 
calls or letters. 

Kerber, when asked about his ob- 
vious preference for truck servic- 
ing said, “The reason we prefer 
working on trucks is that they are 
much easier to work on. Cars are 
getting more complicated. Trucks 
have less comeback than cars, be- 
cause there are less things to go 
wrong or rattle and shake.” 

Another thing Kerber said in 
praise of truck work was, the fact 
that the truck owner understood 
what kind of repair work was 
necessary to get the truck back in 
running order. Very little trouble 
was encountered in collecting on 
a job when it was completed. The 
truck owner wants his truck 
worked on promptly and satisfac- 
torily. He loses money when it is 
out of commission. Co-partner, 
James Smith commented that, “One 





truck owner gave us $200.00 dol- 
| lars to keep his truck running and 


e « « « « Continued from page 106 


serviced regularly. He told us to do 
the work needed and apply any 
money left over for the next job.” 

Al Long from Michigan, and 

Smith & Kerber from Pennsyl- 
vania all share the sentiments re- 
garding truck service work heard 
at the NADA Convention recently. 
It was stated that, “a service de- 
partment that can and will repair a 
customer’s truck promptly, day or 
evening, will make that customer 
an advertising friend, that compe- 
tition can never buy.” Those were 
the words of Harold D. Draper, 
Sr., President of Draper Chevrolet, 
Saginaw, Michigan. 

He eloquently described the 
ways and means of becoming a suc- 
cess in the truck repair field. In 
his address he stated, “Good serv- 
ice doubles profits. A truck repair 
order will average over twice that 
of a passenger car order for parts 
and labor.” 


Future Looks Bright 


What’s the future in truck re- 
pair work and maintenance? Ac- 
cording to reports the service work 
on cars will increase tremendously. 
Population is increasing by leaps 
and bounds. So are the needs and 
services of the people increasing 
proportionately. 

Harold Draper stated, “Better 
than two-thirds of the things 
people need and use are delivered 
by trucks. Sixty-six per cent of our 
communities are served only by 
trucks.” He pointed out the per- 
tinent fact that many trucks on the 
road today are five years or older. 
This means plenty of repair work 
for shops doing truck repairs. If 
you haven’t investigated this prof- 
itable repair field, then you’re 
missing rolling in a lot of new 

business and profit. 





Two deaf-mutes were having 
an argument. When a friend 
came around to smooth things 
out, one of the mutes was stand- 
ing with his back to the other, 

Said the friend, talking with 
his fingers: 

“What's the joke? Why is Jim 
looking so angry?" 

"Oh," signaled the mute 
happily. “He wants to swear at 
me and | won't look.” 
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STOP FARMING YOURSELF OUT OF BUSINESS 
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keep all your service profits 
with a new John Bean BODY-FRAME ALIGNER 


Going fast are “jack-and-hammer” days and farming out jobs. Modernize now with a John Bean BODY-FRAME ALIGNER, 
Unitized body-frame construction used in new compacts, imports, You'll be pleasantly surprised when this versatile, small-space, 
sports cars, and others demand that you wrap up the complete job small-cost machine quickly starts returning big-time profits. 
right in your shop. The new John Bean BODY-FRAME 
ALIGNER gives you this flexibility . , . regardless of your budget 
or space limitations. 


This is the only compact, portable, economical unit which 
pushes and pulls . . . works over the top, underneath, inside and 
outside . . . the only unit with squeezing, spreading, stretching 
action in horizontal or vertical planes. Makes body and frame 
corrections without removing sheet metal. Anchor bar unit ad- 
justs from 5 to 30-inch heights. Both anchor bar and rocker bar 
power unit lock in any position on the beam. These are musts 
for faster hook-ups and complete versatility needed in unitized 
body-frame work. Rugged but lightweight for fast, easy handling 
and completely portable for use any place in the shop. 











NEW UNIBODY ANCHOR, SPECIAL GAUGES! 
COMPLETE LINE — John Bean also manufactures the Power- Illustrations show gn on yarns, cowl _—_ body —_— ~_ 
| ene ali iid sag correction . . . typical of many exclusive set-ups you'll 
Puller, an excel om ody-frame aligner for light ~— making faster and easier with the new John Bean portable BODY- 
and a complete line of permanent, rack-type straighteners 


: : FRAME ALIGNER and the exclusive Model 1616 Unibody 
for high-volume, complete body-frame work. Write for Anchor. Write for information on the new aligner, anchor and 


free catalogs. special body alignment gauges (Model 1018 for Corvair, Model 
1017 for Valiant and other 1960 Chrysler cars, Model 1014 for 
Falcon, Rambler and other unitized-construction cars.) 


Write for free catalogs on Body-Frame Aligners, Tools and Gauges, John Bean Training, School, 





DIVISION OF 


FOOD MACHINERY AND CHEMICAL CORPORATION gaz 
LANSING, MICHIGAN 














Does your Shop have these 
time-saving and money-making 


CHILTON MANUALS? 


FLAT RATE LABOR CHARGES, PARTS NUMBERS, PARTS 
PRICES, PARTS PICTURES, SPECIFICATIONS 


The Only Manual with Recommended Labor Charges as well as 
Factory Time. All makes and models from 1950 to 1960 inclusive. 
Quick reference. New Picture Index where it is seen at a glance. 
Labor charges and parts prices on same pages. Individual parts 
shown in hundreds of exploded view pictures keyed to parts lists. 
Car year identification by front view pictures. Quick working 
Specs and factory modifications. The original Flat Rate Manual 
used by more shops than any other. 


SERVICE PROCEDURE, TIME SAVERS, PICTURES, 

SPECIFICATIONS, STEP by STEP REMOVAL, REPAIR, 

ADJUSTMENT, UNIT INSTALLATIONS, TROUBLE- 
SHOOTING | 


Simply described procedure for both professionals and 
learner mechanics. Finest pictures. Hundreds of them. 
Large exploded views. Specifications. All data tables with 
related text. Prepared by experienced mechanics. Easy to 
follow instructions and illustrations. Special unit repair sec- 

tion. Foreign car dataandtune-up. The most preferred 

Auto Repair Manual used by more shops than any other. 


SPECIALIST MANUALS 


CONTROLLED COUPLING HYDRAMATIC TRANSMISSION 
MANUAL. Complete overhaul. ON-THE-CAR ADJUST- 
MENTS MANUAL. Complete band and linkage adjust- 
ments and other on-the-car services. HYDRAMATIC 
TRANSMISSION MANUAL. Complete overhaul. FORDO- 
MATIC TRANSMISSION MANUAL. Complete overhaul. 
BRAKE MANUAL. The only complete brake manual. 


Write for further 


information and prices. 


Chilton Company 


Automotive Publishing 
| Headquarters 

56th & Chestnut Sts., 
| Philadelphia 39, Pa. 





Eliminates 
"BARE VALVE” HANDLING 


@ ALLOWS VISUAL COMPARISON 
WHEN HANDLING 


@ CUTS STOCK LOSSES DUE TO 
RUST FROM HANDLING 


@ KEEPS VALVES LOOKING FRESH 
AND NEW 


@ SHRINKS VALVE SHELF RE- 
QUIREMENTS 


@ APPEALS TO THE MECHANIC 


@ RECEIVES THE RMC EXTRA 10% 
STOCKING JOBBER DISCOUNT 


EASY TO OPEN 


Just hold head of 
valve and skin 
wrap over stem. 


OTHER RMC VALVE TRAIN PARTS 
VALVE SPRINGS @ SEATS-GUIDES @ ROTOCAPS 
ROTO ASSEMBLIES @ VALVE TAPPETS 

VALVE SPRING INSERTS 


WAREHOUSED IN ALL PRINCIPAL CITIES 


FOR NAME OF NEAREST 
DISTRIBUTOR WRITE TO: 





BATTLE CREEK, MICH. 
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Air Conditioning ... | 


Continued from page 99 


counter clock-wise the discharge 
valve stem until it seats, then 
remove the gage port cap. 


Charging the System 


Attach the charging 
tween the 
and 


line be- 
Freon container valve 
discharge valve gage port. 


Position the Freon container with | 
so that the 
liquid Freon will flow out. If bulk | 
the | 
weight of the Freon added must be | 


the valve downward, 


Freon number 12 is_ used, 
determined by 
scale. 

If one pound cans of Freon 12 


using a weight 


are used, the weight of the Freon | 


added depends on the number of 
cans used. Also, special 


to the cans before releasing the 
Freon. Screw the valve stem in to 
puncture can, then out to allow 
Freon to flow. Needle valve must 
be out when attaching to the can. 
Open the Freon container valve, 
and the compressor discharge 
valve about 4 full turns and allow 
for Freon to enter system. 


Use Amount Specified 


A system must be charged with 
the amount of Freon 12 specified 


on the evaporator assembly name | 


plate. The Freon container may 
have to be warm to force in all the 
charge. Use warm water, not to 
exceed 125 degrees F., after dis- 
charge valve has been opened. 
The one pound cans may be used 
separately or together. When used 
separately discharge valve stem 
must be back-seated counter clock- 
wise while charging cans. Shut 
off the Freon container valve, then 
back off the discharge 


fied weight has been charged. 


Remove the charging line from | 


the gage port, and install the gage 
port cap, and the two valve stem 
caps. The system is ready to 
operate. 





After telling her pupils about the 
crowns of glory awaiting good peo- 
ple, the teacher asked who would get | | 
the biggest crown. 


"Him wot's got the biggest head," | 


Johnnie replied. 


needle | 
valves must be attached securely | 





stem | 
counter clock-wise, when the speci- | 





LOOK, MISTER! 


F How's this for cipciae eS sear 
You won't ‘know your own | 
_ ug ob "til you pet hold with — 

heavy-duty self selt-aeooing E 
_ plier. The Channellock No. 410 ~ 
__ HEAVY-DUTY is actually a.com: 
bination plier-wrench . . . and it 
will get into tight places you — 
can't reach with a pipe wrench. 
A mighty handy, multi-purpose 

_tool with four jaw eee. 
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CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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Two outstanding achievements for 1960: 
New compact Corvair by Chevrolet! 
New compact electrical equipment 

by Delco-Remy! 
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Delco-Remy has contributed importantly 
to the new Corvair by Chevrolet. New, 
lightweight, high-performance electrical 
components were specially designed by 
Delco-Remy for this revolutionary car. 
Traditional cooperation between engi- 
neering groups rapidly resolved the 
many problems of weight and space. 


Chilton's MOTOR AGE @ February 1960 








The new Corvair equipment by Delco-Remy includes ¢ Generator 

¢ Regulator ¢ Cranking Motor « Distributor * Ignition 
Coils * Horns ¢ Flexible Cable Controls * Directional Signal 
and Control Switches « and Delco Battery. 


Delco-Remy 


From the highway to the stars 


DIVISION OF GENERAL MOTORS, ANDERSON, INDIANA 








Truck Engine ...... 
Continued from page 41 


702 cu. in. engine has a bore of 
4.56 inches. Torque is developed at 
moderate engine speeds. 401, for 
example, develops excellent torque 
at around 1,400 rpm’s, as compared 
to around 2,500 for typical engines. 

The 702 V-12, with its big dis- 
placement, has been designed to 
operate at a relatively low specific 
horse power out-put, but with tre- 
mendous torque, developed at low 
operating speeds. 

Maintenance on these engines 
will be easy. Spark plugs are lo- 
cated on the inside of the V; and 
are accessible from above. Valve 
tappets can be removed through an 
opening in the cylinder head. No 
need to remove the head. Combus- 
tion chambers are partly in the 
head, and partly in the piston for 
compactness. This design achieves 
better thermal efficiency, and re- 
duces fuel octane requirements. 


Fully-Machined Chambers 


The fully-machined combustion 
chambers are designed to assure 
rapid burning of the fuel air charge 
during the early part of the power 
stroke. Additional advantages of 
the combustion chamber design are: 
increased turbulence of the fuel air 
charge, efficient breathing, closer 
regulation of the compression ratio, 
and smoother operation. 

Short individual intake and ex- 
haust ports contribute to the high 
volumetric, efficiency, and rapid 
discharge of exhaust gases. Intake 
ports are located on the outside of 
the heads. This minimizes the heat 
rejection to the engine and localiz- 
ing hot spots. Spark plugs are lo- 
cated on the intake manifold side 
of the heads. This helps ease in serv- 
icing; affords cooler operation 
through their remoteness from ex- 
haust manifold heat, Also spark 
plugs position on the high side of 
the combustion chamber reduces 
knocking tendencies. 

These two new engines follow the 
new modern design feature of be- 
ing over-square, or with the bore 
greater than the stroke. This has 
been found to reduce internal fric- 
tion and heat losses. 

On the six cylinder models, car- 
buretor and intake manifold are 

Continued on next page 
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NOT ALL BONDED BRAKE SHOES 


WHY? Consider the most 


vital part of a bonded brake shoe: the 
lining. Whose brake lining is on the 
bonded shoes you buy? What about 
this manufacturer's experience . . . 


his reputation? Will he stand behind 
his product no matter what happens? 

With Raybestos Riveted or Bonded 
Contour Ground Lined Brake Shoes, 
you reline confidently. No unknown 





WHY RANK RAYBESTOS LINED BRAKE SHOES ABOVE ALL THE REST? 
SEE FOR YOURSELF—MAKE THIS COMPARISON TEST! 





. Laboratory tested on dynamometers 


test fleets 


A. Standard Contour Ground 
B. Contour Anchor Ground 
C. Contour Cam Ground 


vehicle manufacturers 


improper substitutions 
. Linings properly positioned on shoes 


independent surveys 





. Approved by the United States Government under lined 
brake shoe specification No. KK K-B-00640 

. Produced by a basic manufacturer of brake shoes 

. Produced by a basic manufacturer of bonding cements 

. Produced by a basic manufacturer of brake lining 


. Proving ground tested on one of the largest company-owned 


. Contain no drum-scoring wire backed linings 
. Every shoe shear tested for bond strength 
. Ground as follows to meet vehicle manufacturers’ specifications: 


. For use on power or manually operated brakes 

. Linings made by 8 different manufacturing processes 

. Right combination of linings for each make and model car 
. Produced by supplier of brake lining to original equipment 


. Branded with manufacturer’s name, number and shoe position 
. Come in sealed boxes for customer protection 

. Reduce your overall investment in cores 

. Give maximum coverage with minimum inventory, yet have no 
. Bonded under factory specifications and supervision 

. Acclaimed the first choice of car owners and the trade in 


. Advertised to car owners in national magazines and network radio 


KKK MMR RK HK OM 


mm KK KK KKK 














RELINE WITH 


AMERICA’S BIGGEST 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks « Brake Fluid e Clutch Facings 
Industrial Rubber « Mechanical Packings « Asbestos Textiles « Engineered Plastics « Sintered Metal 
Products « Rubber Covered Equipment « Laundry Pads and Covers e Abrasive and Diamond Wheels 


Industrial Adhesives ¢ Bowling Bails 


SELLING FRICTION MATERIAL 


iY 
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ARE AS SAFE AS 


quantity there. Just the opposite— 
known quality. We are proud of our 
lining and brand each piece with the 
famous Raybestos name. Our linings 
are a result of the most advanced 


ANOTHER SALUTE TO 


Raybestos’ consistent, powerful consumer 
“Monitor”—gets action . .. sales action... 


manufacturing techniques and pre- 
mium materials. And only Raybestos 
makes 8 different types of linings cus- 
tom-tailored in precise combinations 
for each make and model car. 


RAYBESTOS QUALITY! 


After exhaustive and 
coldly objective test- 
ing, Raybestos Brake 
Lining has been 
awarded the coveted 
Motor Trend Seal of 
Approval. 


BRAKE StRvicg 
SPECIALISTS 


advertising — spearheaded by NBC-Radio’s 
by making motorists conscious of their need for 


top-quality Raybestos brake lining. And that’s exactly where the new wind-tested curb sign 
fits in. With it in front of your station, car owners seeking a Raybestos dealer know you're 
their man. So put it up and make the most of our strong pre-selling campaign. 





SURE WAY TO MAKE WHEELS OFF PAY OFF! 


POINT 
BRAKE 
CHECK 


(includes adjustment ) 


WRaybestes 


. Pull front wheels, inspect linings 

. Check brake drums 

. Inspect front wheel bearings 

. Clean brake assembly 

. Check hydraulic system 

. Adjust brakes or recommend reline 
. Road test brakes 
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NEW CLINIC 
PROGRAM! 


See the latest color movie, “Total 
Brake Service with Raybestos”— 
time-saving ways to do better 
brake work as actually performed 
on 16 cars, including the Falcon, 
Corvair and Valiant. 








centrally mounted between the cyl- 
inder banks at the top of the en- 
gine. 

Also conveniently located are the 
fuel pump (at the top right of the 
engine), front cover, the starting 
motor, oil filter cap, oil dip stick. 
Compressor for air brake models 
and generator are on the right side 
of the engine. Distributor and coil 
are mounted on the top rear, be- 
tween the cylinder banks. 


Two Heads Required 


Only two different heads are 
needed for the entire life of engines. 
One type is used for the 305; the 
other for the 351, 401 and 702. 

Two heads are used on the V-6 
engine and four on the twin six. 
Six cylinder engines have four main 
bearings, and six separate connect- 
ing rod journals, evenly spaced at 
60 degree intervals, around the cir- 
cumference of the crankshaft. 

The twin six engine has seven 
main bearings, and six connecting 
rod journals, spaced at 120 de- 
gree intervals around the crank- 
shaft. On the six cylinder engine, 
mechanical valve lifters are used. 
On the twin six engines, self- 
adjusting hydraulic lifters. 

Valve lifters for all engines are 
rotated in operation by a slight 
turning movement created by their 
off-set location, in respect to the 
camshaft lobes. Valve lifters may 
be removed by taking off the rocker 
arm cover. Then lift them through 
large access holes in the cylinder 
head, 





Heavyweight Champion Ingemar 
Johansson got a first-hand look at 
an American automobile plant 
when W. C. Newberg (right), 
Chrysler Corp. executive vice 
= took him down the 
aliant assembly line at the com- 
pany's Hamtramck, Mich., plant. 
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Subdued European-style design, compactness and outstanding over- 
all headroom are features of this new eight-passenger Supberba 
sedan, product of Checker Motors Corp. 





Be the Lucky One! 
Ask for your FREE 
CONTEST CARD at the 
TUNGSTEN EXHIBIT! 


BOOTHS 1124-1126 
IASI SHOW ...N. Y. COLISEUM 


Write for Catalog 


TUNGSTEN CONTACT MANUFACTURING CO., INC. North Bergen, N. J 





Ernest R. Breech 
Accepts Chairmanship 


Ernest R. Breech, chairman 
of the Ford Motor Company, 
has accepted the chairmanship 
of the Business and Industry 
Committee of Project HOPE. 
The HOPE (Health Oppor- 
tunity for People Every- 
where) Project is currently 
outfitting and staffing a navy 
hospital ship. The ship will 
serve as a floating medical cen- 
ter and school. The ship will 
sail for Southeast Asia early 
in 1960. It will aim at assisting 
the people of newly develop- 
ing nations to help themselves 
advance in the field of health. 

The Project is an outgrowth 
of the People-to-People Pro- 
gram started by President 
Eisenhower in 1956 as a means 
of promoting world peace. 


Automotive Old Timers 


At a recent meeting of the 
Executive Committee of Auto- 
motive Old Timers, Major 


Henry M. T. Cunningham 
(photo) Washington, D.C. was 
appointed as Executive Vice 
President. He was given au- 
thority to move the headquar- 
ter’s office to Washington in 
the new NADA Building. 

Major Cunningham will de- 
vote a considerable portion of 
his time to promote the activi- 
ties of the organization. His 
career in the automobile in- 
dustry includes numerous 
positions with major manufac- 
turers and retail organiza- 
tions. 
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don’t divide your income with 


> in PROFIT / OS { tim e 


+ in SALES 
+ in PRICE 


A NEW line made by a 

pioneer in the spray 

products field 

@ New controlled directional spray 
valve—improved in performance 
throughout. 


@ ALL POPULAR ENAMELS 
including METALLICS, 
CRYSTAL CLEAR PLASTIC, 
also LACQUERS, etc 
@ GIANT 16 oz. can. 

@ Unlimited use _ sell it for 


TRUCK, CAR, SHOP, 
FARM, INDUSTRY. 


SUPERIOR 
QUALITY ATA 
COMPETITIVE 
PRICE! 


WRITE TODAY FOR FULL INFORMATION—DEPT. MOTO 


- 
champion BRONZE POWDER & PAINT CO., Inc 
2101-21 North Elston Ave., Chicago 14, Ill 

















COMPLETE BUMPER PROTECTION WITH 


sesioton oc : picbemnrana FR - PAYROLL an 


kinking or bending when it is necessary to raise cars by the bumpers. 
ee Consider the ways that time on the job can be wasted 
The Branick Deluxe will lift all new 1960 cars by the frame, bumpers or bumper | ... Can run up even higher your cost of doing business. 
brackets. | For instance ,.. too much delay between jobs .. . too 


e : | much time on each job ., . excessive tardiness. 


To correct these abuses, you need to know where they 
occur. And that’s where a Lathem Time Recorder can 


DELUXE do a job for you. It gives you an accurate record of the 
time each job is started and completed . . . when each 


BUMPER SERVICE JACK i bk employee arrives and leaves work. Every loss of time 
: tand £ «+:6 00nd imi 
LIFTS 3000 LBS. ON 125 LBS. stands ou ready for you to eliminate for a better 


AIR LINE PRESSURE profit picture. 





Mail the coupon today for complete information, prices 


@ RAISES CAR QUICKLY & EASILY P 
and sample payroll and job cards, 


° FULL 28” HEIGHT LIFT El 
* EASY TO POSITION “. 
DOUBLE SAFETY (UP & DOWN) 7 
FULL GUARANTEED FOR ie - 66 Third Street, N. W., Atlanta, Georgia 

ONE YEAR enti Gentlemen: Without obligation, please send me com- 
Agninet Detecte tn Material “ plete information, including prices, about the Lathem 
and Workmanship | Payroll and Job Time Recorder. 


NAME 
COMPANY. 





WRITE TODAY FOR COMPLETE DETAILS & PRICES 


BRANICK MFG. CO. INC. 


FARGO BOX 1937 N. DAKOTA 





STREET. 
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FREE 


no obligation... 
a demonstration in your 


at at your convenience 


bow’ ov Monr 


In 15 minutes we can show 
you how to use the fabulous 
EngineScope to spot ignition 


ginScope 


Now! Faster Edging of 


AUTO GLASS 


Plus 60% Increase 
In Belt Life... 


Sensational new Contact Rubber 
Roller Platen gives you longer belt 
life and faster edging without chip- 
ping. 








SOMACA 106-FB12RP WET 

ABRASIVE BELT MACHINE with 

New CONTACT RUBBER ROLLER 
PLATEN 


Standard of the Glass Shop Trade 
—Several Thousand In Opera- 
tion 


The flexing or fingering ac- 
tion of “cog-type” serrations 


in the rubber roller constantly 
present fresh, sharp cutting 
surfaces which gives the 
abrasive an aggressive cut- 
ting action. All this on the 
ever popular Somaca Wet 
Abrasive Belt Machines makes 
a combination hard to beat. 


Write for full information and prices... 


and other automotive problems. 
In one day you can become a 
master at it. Proye it to 

yourself — on any make of car 
you choose. Write today to 
arrange a demonstration or 

for detailed literature. 








“Trademark “Automotive Test Equipment Division 


ALLEN B. DU MONT LABORATORIES, INC. | 





750 Bloomfield Ave., Clifton, N. J. 

















Grips the screwl 


Drives it too! 
Quick-Wedge 


OREM HOLDING i 


MN ee ea 


MOTOR AGE 


SCREWDRIVER 


p ethnase plastic covered ao 
Unconditionally guaranteed. 


ASK FOR IT AT YOUR DEALER 
Kedman Co., 233 S. 5th W., Salt Lake City 


the 
best 





read 
AUTOMOTIVE 


SERVICE 
MAGAZINE 


AIR 
IMPACT 
WRENCH 


ALBERTSON & CO., INC. © SIOUX CITY, IOWA, U.S.A. 


@ Delivers 15% more torque 


@ Consumes 30% less air 
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ADVERTISERS’ INDEX 


This Advertisers’ Index is published as a convenience, and not as part of the advertising contract. 
Every care will be taken to index correctly. Ne allowance will be made for errors or failure to insert. 
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“| just nudged a scrawny little 
tree and my front end busted 
right out!" 








The upkeep of a social position is 
often the downfall of a family 








“Dear Sir—Your bill dated 
Nov. 23, 1928 is past due. | 
would appreciate. . .” 








‘ 
‘ 
s 


—_ on a florist's truck: ‘Drive 
carefully. The next load may be 
yours.” 


Car Dealer: “Sorry, young man, 
but | don't need any help. | just 
couldn't find enough work to keep 
you busy.” 

Applicant: "You'd be surprised 
how little it takes." 


Did you hear of the psychiatrist 
who received a postcard from a 
former patient saying, “Having a 
wonderful time. Why?" 


When Joe arrived home, his little 
son came running up to him and 
said, “Papa, there’s a man hiding 
in Mama's closet.” 

Ignoring the protest of his wife, 
Joe threw open the closet door, and 
there stood his friend, Pat. 

Joe moaned. “Of all people. 
My best friend. I brought you over 
from the old country. I bought you 
clothes. I put you up in business. 
| paid your doctor bills. | loaned 
you money for a new start. I've 
done everything | could for you. 
And, now, how do you repay me? 
You hide in the closet and scare my 
little boy.” 


Have you heard about the lawyer 
who got his client a suspended sen- 


tence? They hung him. 


Laundryman: “But Madam, what's 
wrong with that lace tablecloth?" 

Housewife: "Nothing, except it 
was a sheet when you took it." 


"Pay your taxes with a smile,” says 
an optimist. Wish we had known that 
last April 15; we sent cash. 





“Hmph! Broken fan belt off one of 
them, like as not?” 








Having a way of your own helps 
you keep out of the way of others 





*"Of course your credit is good 
sir—as long as you leave your 
car for collateral.” 
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by checking every belt!" i. 


says J. W. Downs, Owner 
Automotive Company Garage & Parts, Inc. 
407 Washington Avenue, Waco, Texas 





“T’ve been in business for forty years and have handled Gates Belts 
that long. I know their quality construction and customer acceptance. 
In fact, as far as I am concerned, ‘they are the only belts made!’ 


“T sell an average of 150 belts a month because right belt on any popular make of car. 
I use the Gates Sales Tools provided me. Sales “It takes just a minute to check the belt. My 
Tools such as the Dial-Finder and Display Rack customers appreciate our thorough service and I 
make it quick and easy to find and install the appreciate Gates V-Belts as a top profit item!” 


Phone today for YOUR Gates V-Belt Display Rack. Supplied by 
your Gates Jobber, this attractive fixture puts the right belt for any 
popular make of car at your fingertips. 


TPA 478 


The Gates Rubber Company, Denver, Colorado 
World’s Largest Maker of V-Belts 


To find belt wear always 


turn belt over—The under- 
side of the belt...not the top...tells ( 
the true condition of the belt, 


REPLACE BELTS 
LIKE THESE: 


Gates Vulco V-Belts 


eteeeeereeoeeree eee eeeeeeeeeeeeseeeeeeeeeeeeeeee te, 


Thermoid 
Fan Belts 


go over BIG 


... because there’s absolutely no stretch. Pre- 
stretching prevents sagging and premature 
wear. Neoprene covers resist high under-hood 
temperatures, abrasive road dirt, oil and 
grease. Just 32 sizes cover 96% of your 
market. You have less inventory .. . faster 
turnover . .. and make more money. 


e +4 Pi (iy 
Seeeeeeeeeeeeeeeeeeeeeee & we eeeeeeeg 
. 


¥ 


Other high quality Thermoid 
Products . . . Modernized to meet 
modern driving conditions. 


Brake Lining and Bonded Shoes 


THERMOID DIVISION 


Me 


H.K.PORTER COMPANY, INC. 














